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BEHA APPOINTS HIS 
DISABILITY COMMITTEE 


Group Will Consider Standard 
Provisions Program for 
This Cover 


FIVE ACTUARIES NAMED 


Men Are Asked to Give Matter Close 
Attention—Public Hearing 
to Be Held 


NEW YORK, March 22.—Superin- 
tendent Beha of the New York depart- 
ment has named the special committee 
of five to consider a proposed standard 
provisions program for the total and 
permanent disability clause, as an- 
nounced at the recent hearing in New 
York, naming on this committee the fol- 
lowing: J. D. Craig, Metropolitan Life, 
chairman; Arthur Hunter, New York 
Life; John M. Laird, Connecticut Gen- 
eral Life; James F. Little, Prudential; 
A. T. MacLean, Massachusetts Mutual 
Life. No time schedule has been sug- 
gested, but Mr. Beha has asked the com- 
mittee to give the work close attention 
and not let it lag, in order that another 
public hearing may be held considerably 
before the next legislature convenes. 


Altered Tangent Suggested 


In his notice of appointment to these 
actuaries Mr. Beha suggests that a 
slightly different tangent be taken than 
Was outlined originally. He points out 
that it seems more satisfactory at pres- 
ent merely to prescribe certain standard 
Provisions of departmental ruling rather 
than a form of standard provisions law, 
which was first suggested. The depart- 
ment ruling would control the business 
and yet permit speedy revision as con- 
ditions might demand. The flexibility 
would be advantageous until the under- 
Writing of this clause becomes more sta- 
bilized, Mr. Beha pointed out, however, 
that he may decide to make some recom- 
mendations to the National Convention 
of Insurance Commissioners regarding 
unitorm action by all of the states, and 
thus suggestions in this direction are 
also asked. In outlining the work to 
the committee, Mr. Beha said in part: 


Would Eliminate Bad Features 


“One of the purposes of the proposed 
Study and investigation is to eliminate 
Jose features which are not generally 
cesirable, but which competitive prac- 
tices have fostered and which some 
companies have felt impelled to adopt 
against their better judgment. Those 
‘features should be prohibited which are 
likely to be misleading to the policyhold- 
‘ts and which lend themselves too read- 
ily to misrepresentation on the part of 
the agents, 

“ . 
degeeete is a real need for a_ standard 
‘“anition of the disablity benefits incor- 
Porated in life insurance contracts or 
some uniform contractual provision 
meaning of 
clause for the insuring 
There is need for taking action 


Which will clarify the real 
the disability cl: 
Public, 








GREAT OPPORTUNITIES 
IN ESTATE DEVELOPMENT 


COUNTRY IS ESTATE-MINDED 


Trust Company Official Picturizes Tend- 
ency Towards Larger Estates Dur- 
ing Past Few Years 


PHILADELPHIA, March 22—Char- 
acterizing this country as estate-minded, 
W. Herrick Brown, assistant vice-presi- 
dent of the Old Colony Trust Company 
of Boston, spoke of the tremendous op- 
portunities in the development of estate 
needs, in his talk before the Tri-State 
Sales Congress. bere last week. Mr. 
Brown spoke particularly on the co- 
operation between’ life insurance com- 
panies and trust companies, saying that 
this is one of the significant develop- 
ments of the past decade and one of the 
great opportunities opened for those 
participating in either branch of busi- 
ness during the coming decades. 

Pictures Development 


Mr. Brown gave a picture of the rapid 
development of the life insurance busi- 
ness and cited the frequently quoted 
figures of $350,000,000,000 as the pos- 
sible saturation point of life insurance 
in this country. He said that the growth 
of the trust companies has been as sig- 
nificant as that of life insurance. This 
is because up to recent years there was 
little need for trusts, few large estates 
being left. Since 1916, however, there 
have been 1800 estates of over $1,000,- 
000 left in this country. Last year there 
were 44 times as many millionaire es- 
tates as there were in 1923. This shows 
the rapid development in estate building 
and is the reason for the great growth 
of estate-mindedness throughout the 
country. The people generally are be- 
coming estate-minded by reason of the 
increase in wealth. There are more 
large estates, and also there is a better 
distribution of the total wealth. 

Mutual Life Managers’ Meeting 

The Mutual Life of New York will 
hold a general meeting of its central 
states managers in St. Louis, April 10-12. 
David F. Houston, president of the com- 
pany, will be among the principal speak- 
ers at the gathering. 





which is likely to reduce litigation to a 
minimum in the future. 


Prescriptions Desirable 


“The disability features should be kept 
reasonably consistent with and should 
not be out of proportion to the death 
and maturity benefits of life insurance 
contracts. Maximum coverage and gen- 
eral limitations should be _ prescribed. 
The companies should, of course, be 
permitted to continue to exercise their 
own discretion within certain broad lim- 
itations. It has been well stated by one 
of the companies that the problem is to 
secure the maximum benefits of stand- 
ardization with minimum interference 
with the freedom of companies. I fully 
realize that, notwithstanding the tre- 
mendous development of disability bene- 
fits in recent years, the business is still 
in its infancy and that it should not be 
placed in a straitjacket nor hampered in 
its development along proper lines.” 





| AMERICAN SECURITY 


IS BEING ORGANIZED 


PROMINENT MEN INTERESTED 





New Company With $500,000 Capital 
Will Have Its Home Office at 
Birmingham, Ala. 


> 


BIRMINGHAM, ALA., March 22.— 
The American Security Life is being 
organized at Birmingham with $500,000 
capital and expects to commence opera- 
tions July 1 with $1,000,000 in force. 
The active men in the company will be 
D. V. Edmondson, president of the Key- 
stone Service Corporation, who once 
held the world’s record for the largest 
number of policies written in a single 


month, these having been written tor 
the American Central; Victor M. S. 
Herbert, state superintendent in Ala- 


bama for the American Central Life, and 
R. A. Gray, formerly of Cincinnati but 
recently in the life insurance business 
in Memphis and Birmingham. Mr. Gray 
is a son of Adam Gray, who for many 
years had the largest general insurance 
agency in Cincinnati, and a brother-in- 
law of Ralph Holterhoff, formerly gen- 
eral agent of the State Mutual and presi- 
dent of the Cincinnati Life Underwriters 
Association. 

The new company has enlisted the 


interest as stockholders and directors of | 
Birmingham | 
It has already sold the | 


a number of 
business men. 
first $100,000 of stock sufficient to qual- 
ify with the insurance department, thus 
insuring completion of the organization. 
The new company will start with a con- 


prominent 


siderable agency force and will enter the | 


field with bright prospects. 


REPORT BEING PREPARED 
ON FEDERAL TAXATION 


WASHINGTON, D. C., March 22.- 
\ report on federal taxation of insur- 
ance companies is now being prepared 
for the joint committee on internal rev- 


enue taxation and will be made public 
in the near future, it was stated in the 
Senate last week by Senator Smoot of 
Utah. 

The report on the income tax of in- 


surance companies has been completed 
by the auditor for the committee, the 
senator stated, and is now undergoing 
revision. In a report to the committee, 
it was pointed out by the that 
the insurance provisions law 
have undergone practically no change 
since 1921. “On the whole,” it 
said, “the provisions are found to be 
satisfactory, but the question of exempt- 
ing insurance companies from tax on 
capital gains and denying them credit 
for capital losses will be raised: as the 
reason for treating insurance companies 
differently from all other companies in 
this respect is not apparent.” 


A. I. A. Opens Chicago Office 


The American Institute of Actuaries 
has opened an office in Chicago in the 
home office building of the Central Life 
at 720 North Michigan avenue. The 
office will contain the institute library 
and will be headquarters of the secretary 
and treasurer. The board of governors 
of the organization will meet in this 
office whenever a meeting is scheduled 
to be held in Chicago. 


auditor 


of the 


was | 


‘FRANCE ADOPTS{PLAN 
OF SOCIAL INSURANCE 





State to Take on Huge Extension 
of Protection to All Wage- 
Earners 





|,EVERY HAZARD 
| Death, Disability, Old Age Dependence, 
Maternity, Unemployment All 
Included 


COVERED 


NEW YORK, March 22.—One of the 
most important insurance events in many 
years, to be reported from across the 
water, comes from Paris this week, where 
a huge social insurance scheme has been 
both and 
protection 


enacted into law by senate 


chamber, granting for all 


ciiizens, 
death, old age, maternity and un- 


male and female, against sick- 
ness, 
It is one of the most com- 
prehensive plans of this 
adopted thus far and it is particularly 
surprising that this emanates from 
France, where the tendency towards 
state insurance has not been as marked 
as in some other European countries. 


employment 
nature to be 


Is Unanimously Adopted 


| The measure as adopted is admitted by 


its proponents to need further revision 
to become the smoothly operating scheme 
desired, but it is believed to be a strong 


| working start and is the result of four 


years’ study and preparation. It was 
strongly endorsed and its adoption urged 
by the ministers and the deputies adopted 
it in last week of i with a 
unanimous vote. It was felt best to adopt 
it in its present form and leave amend- 
ments for later sessions. Premier Poin- 
care himself promised that the govern- 
ment would at the next session bring in 
a bill which would effect some simplifica- 
tion and clarify some of the items now 
| regarded as vague. 


the session 


Covers All Wage Earners 


Under the new law, all wage earners of 
both sexes are covered with the com- 
prehensive protection. The worker, em- 

| plover and state will all contribute to 
the resources of the insurance fund, the 
worker and employer in equal amount 
paying 10 percent of the total salary, up 
to 15,000 frances. This will make an an- 
nual income for the fund of $200,000,000. 
lo this the state will add and from the 
fund all payments will be made. The law 
will be made effective gradually and will 
operate fully when the reserve reaches 
$4,000,000,000. It will apply for sickness 
benefit only after the worker has been in- 
sured for two years and old age pensions 
will be granted to those who have paid 
premiums for 30 years, being effective at 
ave 60, or at age 55, if the last five years’ 
annuities are paid. 


Disability Is Covered 


All insured persons and their families 
will have the right to medical treatment, 
iree medicine and surgical care for six 

(CONTINUED ON PAGE 32) 
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TRUST OFFICER TELLS OF 
PROPER WAY TO APPROACH 


ENDORSEMENT PLAN URGED 


W. Tresckow of Central Union Trust 
Company Addresses New York 
Agents 

‘ 
NEW YORK, March 22.—Valuable 
suggestions as to méthods of approach 


in selling life insurance trusts, were 
given by W. Tresckow of the Central 
Union Trust company of New York, 


speaking before the annual sales con- 
gress of the New York Association of 
Life Underwriters. 

Mr. Tresckow said there are four gen- 
eral ways in which the life underwriter 
may approach the prospect for trust 
agreements. He may act merely as a 
contact man, securing the name of the 
prospect and turning it over to a trust 
company, the latter to do all the work. 
Also, he may take the trust man on 
appointment to the client and hold a 
three-sided interview. Then, too, he may 
take the trust man with him to inter- 
view the prospect, but chiefly to endorse 
the program which the life underwriter 
himself has outlined. Finally, he may 
undertake to draw up and complete the 
arrangement for the entire program, 
bringing these finished documents to 
the bank for final approval. 


Favors Third Plan 


Of these four plans Mr.. Tresckow 
favored the third, saying that there is 
some danger in all of the other three, 
for the best interest of the life under- 
writer. In the case of the first, merely 
acting as a contact man to turn over the 
name to the trust company, the client 


does not know of the relationship be- 
tween the life men and the trust com- 
pany. This requires very close coopera- 


tion in order not to lose the benefit of 
the life underwriter’s knowledge and 
contact. There is some danger in this 
type of approach. The difficulty is that 
the trust men sent out are often not as 
big as the life underwriters who pro- 
duce the lead. This is a decided handi- 
cap and often hurts the business. 


Third Man Difficult 


When the agent takes the trust man 
on appointment to the client, there is 
also some danger, for it is difficult for 
the agent to remain out of the interview. 
It is an advance over the other methods, 
but it is also subject to some abuse. It 
is difficult for the life underwriter to be 
the third party in the interview. The 
agent should stay in the background and 
leave the work under such _ circum- 
stances to the trust man. The agent 
must not talk, and this is hard for the 
salesman. What the agent does should 
clearly be in endorsement of the client’s 
side of the case, in case there is any 
pressure or any discussion. 

Under the fourth plan, that of under- 
writing the whole program and taking 
the completed contract to the bank, the 
agent is not utilizing. all of the aids 
available in his approach. It is true 
there are some men who are better alone 
and thus could better conclude the deal 
without the aid of a third party, yet 
these men are missing the greatest en- 
dorsement available for their life insur- 
ance trust plan, that of the long estab- 
lished and thoroughly accepted trust 
company. 


Favors Endorsement Plan 


Tt was the third plan that Mr. Tres- 
ckow particularly favored, 
life underwriter’s taking the trust man 
with him to the client and merely en- 
dorsing the program which has pre- 
viously been outlined. In this there is 
a great opportunity, and Mr. Tresckow 
emphasized the value of the endorse- 
ment of the trust man. It is the most 
practicable thing to get in the solicita- 
tion of such business. 


that of the’ 





NATIONAL OLD LINE LIFE 
ORGANIZATION COMPLETE 


COMPANY ABLY OFFICERED 


All Capital Stock Funds and Surplus of 
Wichita, Kan., Company Have 


NEW YORK EQUITABLE 
MOVES CHICAGO OFFICES 


—_—— 


F. DAVIS TO SUPERVISE THEM 





All Western Metropolis Agencies of Com- 
pany Eventually Will Be Concentrated 





Been Paid In 


| 

Organization of the National Old | 
Line Life of Wichita, Kan., has been | 
perfected, with all the authorized cap- | 
ital stock, together with $100,000 of sur- | 
plus, paid in. The company received the | 
permit to do business on Feb. 15, and | 
its first policy was issued and delivered | 
March 1. Approximately $1,000,000 of 
insurance is now written. With a good 
start toward agency organization, the 
company expects to gain momentum 
rapidly. The company occupies the 
eighth floor of the Bitting building, 
Wichita. 

Among the officers of the company 
are some of the most representative citi- 
zens of Kansas and men of wide busi- 
ness and insurance experience. 


State Treasurer Is President 


The president, Maj. Carl R. White, is 
at present treasurer of Kansas. Major 
White served as paymaster of the 35th 
division during the world war, and as 
director of the soldiers’ bonus in Kan- 
sas. In the last two capacities he dis- 
tributed some $64,000,000 to soldiers. 

The three vice-presidents are men 
widely known throughout the southwest. 
Vice-president and Treasurer J: H. Lee 
was formerly secretary-treasurer of a 
large mid-western company, which he 
served for six years. Mr. Lee has been 
widely known as a banker in Kansas for 
the last 20 years. 

H. E. Clare Also Insurance Man 


Vice-president and Secretary H. E. 
Clare was formerly associated with Mr. 
Lee in the life insurance business and 
also as a leader of the agency force. He 
distinguished himself as a big personal 
producer and as a capable organizer. 

Vice-president Jesse W. Greenleaf is 
a well known stockman of the state. He 
served six years as chairman of the pub- 
lic utilities commission of Kansas. 

Dr. Leo A. Sutter, a well known sur- 
geon of Wichita, formerly house officer 
in Massachusetts General Hospital of 
Boston, is the medical director. 

Harry W. Hart, senior member of the 
law firm of Amidon, Hart, Porter & 
Hook, Wichita, is general counsel. Mr. 
Hart has devoted a great part of his 
time for many years to corporation law, 
and is at present general counsel for a 
number of corporations, specializing in 
insurance laws. 

— Davis & Haight, Indianapolis 


actuaries, are the actuaries of the com- 
pany. ; 
C. F. Ross, formerly service manager 


and assistant to the agency manager for 
a large life insurance company in Phila- 
delphia, is assistant secretary. Mr. Ross 
has had wide and varied insurance ex- 


in New State Bank Building 


With the rearrangement of the Chicago 
general agencies of the Equitable Life of 
New York, announced this week, there is 
presented one of the most impressive 
agency organizations in the country. All 
of the Equitable of New York general 
agencies are to be brought together under 
one roof, in offices in the new State Bank 
Building in Chicago. This will bring to- 
gether agencies which this year will pay 
for $100,000,000. Last year they paid 
for $86,000,000. They will thus be 
brought into closer contact with the Chi- 
cago supervising office, which will be 
with the others in the State Bank build- 
ing and which will be under the direct 
supervision of Frank H. Davis, agency 
vice-president at the home office. Re- 
moval to the new quarters will be ef- 
fected in April. 

Mr. Davis, who was formerly Chicago 
manager, is particularly familiar with the 
Chicago field, and can well handle from 
a distance the supervisory work. He 
will make a western trip about once a 
month to keep in personal touch with the 
office and while he is in New York, Har- 
old Rossman will act as liaison officer be- 
tween the two offices. 

Mr. Rossman, who has been assistant 
to H. F. Berls, will continue in charge 
of the agents’ school and also act as 
liaison officer. Mr. Berls has taken over 
the Patterson agency. He has been with 
the company for 25 years, starting as a 
boy in the office and working up through 
the inside. Mr. Davis, in announcing 
the new Chicago arrangements, states 
that he does not believe there is another 
organization in the country of similar 
size whose average production is as high 
and average efficiency as great. The Chi- 
cago office, producing $100,000,000, aver- 
ages $200,000 per man. It is also a com- 
pliment to the Chicago organization for 
the agency vice-president to recognize its 
ability largely to manage itself, with 
merely this supervisory control from the 
home office. 








agent in the field, general agent, state 
supervisor and in home office work. 

The plan of organization permits the 
sale of stock with policy on a plan 
greatly modified from that by which 
stock with policy is usually distributed. 
The plan is placed on a guaranteed ba- 
sis and stock ownership matures on a 
definite day and date. 

The agency organization plan of the 
National Old Line provides for a gen- 
eral agency contract whereby general 
agents acquire a business of their own. 
Rigorous selection has been exercised in 





perience, having served successfully as 


the matter of employing agents. 





| he is to arouse. 


VALUE OF EMOTIONAL 
APPEAL ILLUSTRATED 


R. S. KING SPEAKS AT PEORIA 


Manhattan Life Agency Supervisor 
Shows Where Reasoning Should 
Give Way for Heart 


PEORIA, ILL., March 22.—Speaking 
before the Peoria Association of Life 
Underwriters at its monthly meeting last 
Friday, Russell S. King, supervisor of 
field service of the Manhattan Life, em- 
phasized the importance of the human 
interest factor in the life underwriter’s 
work. Mr. King said human beings are 
interested first through the natural in- 
stincts through which they are born, and 
secondly through those acquired in- 
stincts which are learned during prog- 
ress in life, and that an appeal to these 
instincts is of far more value than the 
most reasoned analytical approach. Mr, 
King said, in part: 

“In order to sell life insurance, it be- 
comes advisable that we present our 
proposition in such a way that it appeals 
to these human interests acquired or in- 
herited by man. When we can link up 
our life insurance proposals with either 
instinct or acquired interest, or both, our 
prospect gets interested in it, insofar as 
it satisfies his desires along this line. 
Also, any proposition that will cause a 
man to sacrifice must present something 
that he wants accomplished. Then we 
must present a sure means of accom- 
plishing this purpose. When these two 
things are accomplished, our prospect is 
convinced of the necessity of the propo- 
sition, but ordinarily he will not act. 


Men Act from Impulse 


“The answer lies in the fact that men 
are convinced by reasoning but act from 
impulse, and impulse is awakened and 
made active by appeals to instincts and 
acquired interest. 

“There are various types of minds, 
and naturally the appeal to human in- 
terest must vary with the different types 
of people. The more highly emotional 
a man is, the easier it is to arouse his 
impulse. The less emotional the harder 
It is possible to appeal 
too strongly to human interest. I do 
not want it understood that I am a 
believer in ‘sob stuff.’ Anything that is 
sold by too much emotional appeal will 


| soon bring dissatisfaction.” 


Mr. King then gave numerous illus- 
trations of the application of the human 
interest element in the life insurance 
sale, drawing from his personal experi- 


| ence and showing that this appeal is a 





decided factor in closing sales. Mr. 
King showed that the emotional factor 
can be introduced very subtly and often 
as a purely matter-of-fact comment on 
some thought of the moment. Forced, 
it would be “sob stuff,” but cleverly 
worked in, it is merely the emotional 
element which creates the impulse t 
act, following the conviction of neces 
sity. 
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Prudential : 1,789; 2666 620 2,000,000 64,094,975 2,608,432,140 11, 860, ,520, Sat 1,134, 646. 418 417, rts +t 613,131.98 195,039,458 301,762,0% 
: er 637,108 125,000 32,784 1,148,500 499,55 54, ,648 “ "ORT 
ray. Wauit 1. 264,486.399 2,500,000 12,846,244 195,015,848 1,428,513,291 103,984;863 44,006,602 63,350,025 29,210,931 42 043. 
Wash, Fed. Nat. *1,415,365 "$300, 000 #526, 223 10,860,151 15,315,519 4,205,868 440,459 *5,722,682 103,420 : eet 
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INSURANCE FACING 
A SERIOUS MENACE 





Bank of Italy Cloud Now Is 
Most Ominous in the 
Skies 


CALL TO ARMS SOUNDED 


Graphic Story Told at the Meeting of 
the National Association of In- 
surance Agents 





P. S. W. 
secretary of the 
of Insurance Agents and former presi- 
dent of the Utah association, is in New 
York City this week bringing before the 


Oakland, Cal., 
Association 


Ramsden of 
California 


fre and casualty companies the neces- 
sity of bringing every possible influence 
to bear to thwart the the 
Bank of Italy and its cor- 
porations in extending 
operations. Mr. 
meeting of the National Association of 
Insurance Agents at Memphis last week 
and in a graphic way showed how insur- 
ance men all over the country and in- 
surance Companies may be involved in 
a movement that will change the whole 
complexion of insurance operations in 
this country. 


designs of 
subsidiary 
their insurance 


Ramsden attended the 


Bank of Italy's Purpose 


As related last week in THE NATIONAL 
UnperWrRITER, Roger B. Hull, managing 
director of the National Life Under- 
writers Association, had an interview 
with Attorney Louis Ferrari of the Bank 
of Italy in which Mr. Ferrari plainly 
stated that it will be the object of the 
Bank of Italy to become a financial de- 
partment store furnishing all kinds of 
service in relation thereto. Insurance 
will be one of the departments taken 
up. Attorney Ferrari did not hesitate 
that insurance agents would be 
eliminated in this plan. The bank, he 
said, will stand directly between the 
insurance Company and the policyholder. 
He thinks that if insurance should be 
sold over the bank counter, thus it will 
brought direct to the customer. 


Will Confer With Officials 


to Say 


_Secretary Ramsden in his visit to New 
York. will confer with fire and casualty 
company officials, pointing out not only 
the danger of the extension of the Bank 
i Italv’s plan to the producers but to 
the companies themselves. The Bank 
t Italy is now negotiating for the pur- 
chase of insurance companies. It owns 
stock in a number of companies and is 
endeavoring to secure control of some 
so that it will have companies of its 
wn. The Bank of Italy and its sub- 


sidiaries will be able to control large 
volumes of premiums. It will dictate 
0 the companies. The banks will be 
te czars in insurance transactions. The 


Msurance companies will simply follow 
orders. As time goes on the bank will 
jave its own insurance companies and 
Vie independent companies will be cast 
aside. That will be the ultimate effect 
‘this movement grows. 


Got Confidence of Merchants 


1 his talk at the mid-year conference 
1 the National Association of Insurance 
‘Agents Mr. Ramsden showed the early 
ing of the Bank of Italy. Presi- 
eae Giannini got the confidence of the 
,. an merchants in San Francisco. 
After t e big fire he was able to pay 
' gations in gold. It has absorbed 
banks and organized subsidiary 
‘ompanies. The Bancitaly Corporation 
— control of the Bank of Italy and 
other banks. It has bought the Secur- 
ay Bank & Trust Company of Los An- 
Seles here are 400 branch banks in 
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L. J. FOHR AGENCY WINS 
H. M. HOLDERNESS CUP 


LEADS ALL CHICAGO OFFICES 


Connecticut Mutual Life’s Award Made 
at Luncheon Meeting—About 75 
Are in Attendance 


Louis J. Fohr’s general agency of the 
Connecticut Mutual Life in Chicago this 
year won the Holderness cup, which is 
presented by Agency Supervisor Harold 
M. Holderness each year for the best 
January and February production rec- 
ord. The presentation was made at a 
joint meeting of the agency staffs of 
the company’s three Chicago general 
agencies, which are headed by Mr. Fohr, 
Williamson & Wellbeloved and Samuel 
Chase. About 75 men attended the 
luncheon and the meeting which fol- 
lowed. 

The Connecticut Mutual is working 
out a new liaison plan, a group of home 


office men traveling the country and 
meeting with various agency groups. 


The home office delegation includes, be- 
sides Mr. Holderness, Harold N. Chan- 


dler, secretary; Owen Morgan, assist- 
ant secretary; Fred Lyter, assistant 
superintendent of agencies, and E, C. 


Sparver, director of publications. At the 
time of the Chicago meeting the plan 
of the group was to hold similar meet- 
ings at Minneapolis and at St. Paul and 
at Davenport, Ia. 

Pursuant to the policy of bringing the 
Connecticut Mutual to the agent, Mr. 
Chandler discussed income insurance and 
trust agreements. Mr. Morgan analyzed 
the company’s financial statement and 
its method of paying claims. Mr. Spar- 
ver pointed out that the growth of trust 
companies’ insurance activities has been 
phenomenal and that trust agreements 
and income and educational insurance 
offer a fertile field for the agent. Mr 
Lyter closed the series of addresses by 
home office men with an analysis of the 
new competition. 

Agency Superintendent Holderness 
then called on Mr. Chase, dean of the 
Connecticut Mutual general agents in 
Chicago, and on Mr. Williamson, Mr. 
Wellbeloved and Mr. Fohr. Each re- 
sponded briefly but pointedly to the in- 
vitation. 


California and in addition a number of 
subsidiary corporations and_ branches 
throughout the state. In the early days 
the Bank of Italy went direct to the 
standard insurance companies to secure 
representation. It had no difficulty then 
in getting companies. It applied for 
membership in the Brokers Exchange 
of San Francisco but it was turned 
down, 
Retaliation Measure Started 


At that time there were about 14 
branches of the bank writing insurance 
outside of San Francisco. The Bank 
of Italy became the general agent for 
the Nevada Fire. Then a bill was 
passed in the legislature preventing 
banks and their subsidiaries from act- 
ing as insurance agents. The Bank of 
Italy immediately started retaliation and 
had a stringent rate regulation bill in- 
troduced in the legislature which if 
passed would put the Pacific Board and 
its rating activities out of existence. As 
the power of the Bank of Italy was 
appreciated a compromise was entered 
into. A subsidiary corporation was al- 
lowed membership in the Brokers’ Ex- 
change and the bank went out of the 


general agency business. This was in 
1918. It traveled along in the even 
tenor of its way until last year when 


it began a great policy of expansion, 
endeavoring then to have insurance 
through all its branches. It started to 
get licensed and secured the agency of 
10 or 15 companies. The manager of 
the Nevada Fire was made the manager 
(CONTINUED ON PAGE 32) 





R. L. COX CITES WORK 
OF GROVER CLEVELAND 


SPEAKS AT MEMORIAL MEET 


Second Vice-President of Metropolitan 
Life Tells of Former United States 
President’s Insurance Contribution 


NEW YORK, March 22. — How 
Grover Cleveland in the closing months 
of his life knowingly risked his reputa- 
tion to rescue the life insurance business 
from the disaster that threatened after 
the Armstrong investigation of 1905 was 
told by Robert Lynn Cox, second vice- 
president off the Metropolitan Life, at a 
meeting of the Grover Cleveland Associa- 
tion here last Sunday. Mr. Cox, a But- 
falonian, like Mr. Cleveland, was as- 
sociated with the former President in the 
Association of Life Insurance Presidents 
at the time of its organization in 1907. 
His tribute dealt with this seldom-em- 
phasized side of Mr. Cleveland’s public 
career. 

Recalling that Mr. Cleveland left the 
White House “not only disliked by his 


old political enemies, the Republicans, 
but hated intensely by what seemed to 
be ‘a majority of his own party,” Mr. 


Cox traced the gradual change in feel- 
ing that eventually restored to him the 
honor of the nation. 

“Not long after there came another call 
to duty which he could not refuse,” said 


Mr. Cox. “A great life insurance com- 
pany was in trouble through misdeeds 
and disputes among its ofhcers. The 


situation demanded the placing of contro! 
of the company in the hands of a com- 
mittee in whose ability, courage and in- 


tegrity the American people had full 
faith, Such a man was Grover Cleve- 
land. tle was urged to head the com- 


mittee and accepted, and the confidence 
of policyholders in the future manage- 


ment of the company was forthwith re- 
stored. 
“But service for one life insurance 


company and one group of policyholders 
was not enough. The insurance investi- 
gation disclosures of 1905 had seriously 
shaken the faith of policyholders in all 
the larger life companies. Paul Morton, 
a son of one of the members of Mr. 
Cleveland’s second cabinet, had been 
made president of the Equitable of New 
York. He saw that neither he nor his 
company alone could stem the tide ot 
fear and suspicion that seemed likely to 


engulf the very institution of life insur- 
ance. 
“An association of the larger com- 


panies had been formed under the leader- 
ship of Mr. Morton, and Mr. Cleveland 
was asked to become its guiding hand. 
For a time he hesitated, then declined. 


He felt that the head of this new or- 
ganization should be an insurance man 
But Mr. Morton and his associates did 
not agree and continued to insist, until 


Mr. Cleveland accepted the trust 

“He knew he could not hope to become 
conversant with management details of 
the business, since limitation of his 
physical strength would not permit him 
to give more than occasional days to the 
position he was accepting. At the same 
time, if the association or the companies 
composing it should make any mistakes, 
it could not but reflect seriously on his 
reputation, 

“Under such circumstances, he seemed 
to be sacrificing that which he most de- 
sired in his declining years, and in addi- 
tion risking injury to his reputation with 
the American people But being con- 
vinced that it was a call to duty, he ac- 
cepted, as he had done many times before 
in his political career, regardless of what 
the result might be to him personally.” 

Through his forceful establishment of 
the fact that “life insurance has to do 
with the most sacred things that stir the 
human emotions” he succeeded in restor- 
ing confidence, and before his death in 
1908 he was able to realize that life in- 
surance was on its wav back to complete 
reestablishment, Mr. Cox concluded. 
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MANY AGENTS ATTEND 
TRI-STATE CONFERENCE 





Notable Speakers Address Annual 
Sales Meeting at Phila- 
delphia 
HAVE MUTUALITY EXHIBIT 
Fletcher, Ray, Linton, Owen, Dechert, 
Blake, and Huebner Among Head- 
liners on Program 


PHILADELPHIA, March 


preeminent 


22.—Evi- 


dence of the position which 


Philadelphia holds. in the fife insurance 
world was abundantly forthcoming at the 
annual Tri-State Sales Congress here last 


week Over 2,000 agents gathered for 


the two-day session and enjoyed a well 


program As emphasized by 


speakers, Philadelphia is in 


rounded 
many of the 
position lite 


an unusual insurance-wige, 


and the opportunities for further growth 
wide- 


re- 


because of the 
and 


are here enhanced 
spread popularity 
mn accorded. 


the generous 


cept 
Has Notable Past 


As several of the speakers pointed out 
and M. Albert Linton, vice-president of 
the Provident Mutual Life,.summed up, 
Philadelphia is the home of the first life 
company organized in this 
country. It is the home of the first trust 
company organized in this country. It is 
the home of one of the pioneers in life in- 


insurance 


surance education. It is the city where 
the life insurance trust was given its 
greatest impetus. It is ‘the first city to 


have a huge life insurance trust exhibit, 
which was staged at this year’s congress. 


It was the home of America’s most 
heavily insured man, Rodman Wana- 
maker, and now, as announced at the 


meeting last week, it is again the home 
of America’s most heavily insured man, 
John C. Martin, vice-president of the 
Curtis Publishing Company. In view of 
this, the sales congress exhibited an un- 


usual degree of prosperity and good will 
between the life underwriters and the 
bankers of the city Chere was an even- 


ing session the first day which opened 
the business part of the program, at 
which the bankers and life underwriters 
discussed together their mutual problems. 


Develop Estate Creation 


The creation and conservation of 
estates was the dual subject taken as the 
keynote of the convention. The second 
day’s program was divided into two 
major parts, the first being largely built 
around the creation of estates, and second 
around their conservation. William C. 
Fletcher, secretary of the Metropolitan 
Life: Ernest W. Owen, Detroit manager 
of the Sun Life of Canada; Albert G. 
Borden, agency instructor for the Equi- 
table Life of New York, and Paul M. 
Ray, vice-president of the Provident Life 
& Accident of Chattanooga, Tenn., were 


the speakers at the morning session. 
They developed the thought of estate 
creation in various ways. Mr. Fletcher 
discussed the importance of seeking 


better business, bigger business being the 
natural consequence. He traced the de- 
velopment of this new type of business 
through recent years and pointed to a 
brilliant future in this connection. He 
said that life insurance today is about as 
big as can be conceived. There is no line 
of endeavor, no part of the population 
that is not helped by it. There is room 
for the writing of better, more scientific- 
ally adapted business. And this natur- 
ally leads to bigger business. 

Mr. Owen gave an inspirational sales 
talk with fiery eloquence, which promises 

(CONTINUED ON PAGE 19) 
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Drifters 


from first one organization and one job to 
another organization and another job may 
gain much experience, but they endanger the 
morale of their more reliable associates and 
leave behind only painful memories. 


Birds of Passage 


are a detriment to the life insurance profes- 
sion and a constant source of trouble, dis- 
satisfaction, and expense—just as are the 
“drifters” in all other kinds of modern busi- 
ness. The new American Central system of 
agency building and remuneration holds 
little charm for the short-sighted “bird of 
passage.” These contracts are designed ex- 
clusively for those who are in the business as 
a serious life work and enable the right type 
of man to assure his future wealth and in- 


dependence. 
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HEALTH IMPROVES BUT 
ACCIDENTS INCREASE 


Motor Injury and Fatality Statis- 
tics Reveal Appaling Growth 
of Carelessness 


CHILD LIFE ENDANGERED 





Figures Compiled by Metropolitan Life 
Show Toll Is Greatest Among 
Children Between 5 and 10 


From the standpoint of public health, 
as measured by the death rate from 


disease, 1927 was the best year ever for 
the populations of both the United 
States and Canada. In point of safety, 
on the other hand, 1927 fell short of 
being the banner year. The accident 
death rate in 1927, as gauged by the 
experience of the more than 18,000,000 
people who are insured in the Metro- 
politan Life’s industrial department, was 
identical with the figures registered in 
1919. The 1927 accident death rate has 
been exceeded only once in the last 
eight years. It would seem, then, that 
by and large we have made no progress 
in safety in this recent period, in which 
the death rate from natural causes has 
declined very appreciably. 

_The death rate for all accidents com- 
bined, among Metropolitan industrial 
policyholders, in 1927 was 63.8 per 100,- 
000 living, a figure 2.4 percent higher 
than the rate in 1926 and 17.6 percent 
lower than the 1911 death rate. These 
figures, however, are composites for all 
types of fatal accidents. Some progress 
has been made in the reduction of every 
type of fatal accident save automobile 
fatalities. Accidental burns showed for 
1927 the lowest figure for this form 
of injury ever recorded among Amer- 
ican and Canadian wage-earners, 5.3 
deaths per 100,000 policyholders. Since 
1911, machinery accidents have declined 
27.8 percent: steam railroad accidents 
56.9 percent; accidental drownings 33.3 
percent, and for falls the decline in the 
death rate was 36.4 percent. 

Fatal Motor Accidents Increase 


With this substantial improvement in 
mortality from accidents which were of 
major importance a decade ago, why 
does not the total accident death rate 
show a considerable decline? The an- 
swer is that deaths in automobile acci- 
dents have increased so greatly since 
1911 as to mask the improvement which 
has taken place for all other types of 
accidents combined. In 1911 there oc- 
curred from this cause only 2.3 deaths 
per 100,000 lives in the Metropolitan’s 
industrial department. By 1914 this fig- 
ure had more than doubled; by 1916 it 
had more than trebled; within 10 years 
it had increased nearly six-fold and 
within a period of 17 years it had gone 
up more than eight-fold. The rise, fur- 
thermore, was continuous. In 1911, 3.0 
percent of our fatal accidents were due 
to the automobile; in 1927, the figure 
was 29.2 percent. 

Along certain lines, then, rationally 
conceived measures for accident control 
have operated with pronounced suc- 
cess. The safety movement has made 
its impress on accidents in industry and 
in the home. It has not succeeded, so 
far, in controlling accidents on the 
streets and highways. 

Toll Highest Among Children 


The problem of controlling the dan- 
gers to life arising from motor vehicle 
traffic is largely a problem of safeguard- 
ing the lives of children. From 35 to 
40 percent of the automobile fatalities 
affect children under 15 years of age, 

(CONTINUED ON PAGE 18) 









REPORT IS MADE ON 
CONTINENTAL LIF 


Missouri Department Gives Rk, 
sults of Examination of St. 
Louis Company 


CAPITAL ITEM INCREASE) 





Experience on Accident and Heais 
Business Has Been Unfavorable 
with High Loss Ratio 


The report of the examination of t) 
Continental Life of St. Louis by ty 
Missouri department as of Dec. 31, lay 
has been filed. The report said thy 
since the date of the last examinatic: 
the company has greatly expanded i: 
accident and health business, especial) 
in issuing the so-called newspaper po. 
icy. The report shows that 70 percen 
of the capital stock is owned by tk 
Continental Securities & Holding Con- 
pany; Rogers Caldwell as trustee ani 
Dr. C, R. Dudley. The Continental & 
curities stock has been transferred 
Ed Mays. At a special meeting hei 
Jan, 26, the authorized capital of the lik 
company was increased from $500,00 
to $750,000. The par value is $10 an 
the company proposes to sell the 
crease at $20 a share. So far none « 
the increase has been issued according 
to the report. The company is licens 
in 37 states. 

Interested in Bank 


Eight of the 13 directors of the Co: 
tinental Life are directors of the Grar 
National Bank of St. Louis. Ed Mays 
the head of the company, is presidem 
of the bank. The Continental Secu: 
ties & Holding Company, which holé 
26,329 shares, out of the 50,000 of tk 
Continental Life stock, has as its diret- 
tors the directors of the Grand Nationd 
Bank and the Continental Life. 

The accident and health income jas 
year was $1,142,025. The claims pai 
amounted to $790,506. The total incon 
of the accident end was $1,307,179 am 
the total disbursements, $1,230,393. Tx 
accident assets are $413,448 and the 
bilities, $845,926. 

Report of Life Department 


In the life department the total prt 
mium income was $2,749,544; total 
come $5,031,046, total paid policyholder 
$1,296,199; total disbursements, $5,5% 
456, assets $13,096,538, capital $500,000% 
surplus $88,931. There was $17,019.% 
new life business issued last year. Te 
outstanding business is $93,526,419. 1” 
real estate owned amounts to $1,347, 
mortgage loans in the life departme™y 
$6,532,196 and in the accident depat 
ment $239,867. The valuation of ™ 
properties securing the loans sho 
them to be well within the statute’ 
limit in all but a few cases. 


Sep ae te 


Had Charge of Investment« 


Mr. Mays, as vice-president of 
Continental Life had charge of the 
vestment department in the early p#* 
of last year. It was moved to" 
ofiices of the Grand National Bank * 
St. Louis, of which Mr. Mays is pre 
dent. It remained there until the m* 
dle of November, when it was mov 
at the insistence of the Missouri dep 
ment to the home office. During * 
period of six months during 1927 ©& 
was no record of any meetings 0 ™ 
executive committee. A_ considera 
naimber of loans were bought from I 
estate firms, banks and individuals 
ing the time. The report says that" 
method of these purchases were “ 
tremely lax, but they have been 2% 
doned in recent months and sec 

(CONTINUED ON PAGE 1S) 
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The Northwestern Mutual Life 
Insurance Company 


Life insurance is a great conservator of estates. It is undoubtedly the most scientific 
co-operative enterprise perfected by man for the protection of his dependents and himself. 
In the settlement of an estate, one of the perplexing problems — the payment of taxes — 
may be solved by life insurance policy proceeds. 


It is not easy for a person to pay taxes during his lifetime, when earning power is strong 
and regular; but after death, with administrative burdens multiplying, it is increasingly dif- 
ficult for the deceased’s executor. There are the inevitable Federal Estate Taxes, State In- 
heritance Taxes, Property Taxes and probably unpaid or partially paid Income Taxes from 
the previous year. 


Ordinarily the income from the estate, during its settlement, is not sufficient to meet 
such obligations; such income may necessarily be employed for the maintenance of depen- 
dents. Furthermore, great sacrifice is often involved in the sale of stocks, bonds or land. 
Life insurance policy proceeds, made payable to the administrator or to a trustee under 
proper agreement, can cover all tax requirements. 


The relationship of taxation to life insurance is a technical subject. The tax status of 
life insurance itself may be dependent upon how proceeds are received; by whom the pre- 
miums were paid; how the beneficiaries are designated; and the character of existing assign- 
ments. It is the duty of the life insurance agent to guide in the solution of these problems 
and to suggest competent legal authority when advisable.. The Northwestern Mutual rep- 
resentative is able to deal intelligently with everyone who desires such insurance service 
and advice. 


THE NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 
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New York Life Agents 
Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 


q This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


$27,000,000 


gq The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 


$6,285,800,000 


q In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 


ane ai 


New Home office Building 

now being erected on the site 

of the famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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| DR. HUEBNER SAYS JAPAN Is FAR AHEAD 





IN FUNDAMENTALS OF PORANCE 


L : 








PHILADELPHIA, March 22.—Pic- 
turing the alertness of the Orient insur- 
ance-wise, Dr. S. S. Huebner of the Uni- 
versity of Pennsylvania told the sales 
congress here last week that Japan is 
even ahead of this country in the recog- 
nition of the fundamental principles of 
life insurance. In volume, of course, 
they have not reached the stage of this 
country, but they know its value and 
significance. In this connection, Mr. 
Huebner, who has just returned from 
a tour of the orient, said in part: 

“In my trip through the orient, I was 
surprised when I came to Japan and 
discovered that they fully realized the 
usefulness of life isurance to the indi- 
vidual. The subject has been recognized 
by the minister of education in Japan 
and is presented as a compulsory sub- 
ject of study in the business depart- 





— 


ments of every college and university 
in the whole country and what is mor 
it is represented as a compulsory sy). 
ject of study in the curriculum of pra. 
tically every commercial high schoo] » 
the empire. They have not yet gone x 
far as we have in the writing of volun; 
They are comparatively new in life w. 
derwriting, but when it comes to th 
recognition of the fundamental impor. 
tance of it, they have exceeded us | 
having incorporated the subject into th 
curriculum of their educational systep 
far beyond what we have done in this 
country. It is my sincere hope that % 
will see the wisdom of requiring thi 
subject in our business schools, both jp 
the high schools and in colleges. W: 
have not yet by any means reached th 
perfection of underwriting education 
that I found on my visit to Japan.” 
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J. C. MARTIN NOW MOST 
HEAVILY INSURED MAN 





Philadelphia again holds the distinction 
of having the most heavily insured man 
in the country residing within its limits. 
With the death of the late Rodman Wan- 
amaker, who bore the reputation of car- 
rying the largest amount of life insur- 
ance of any man in the United States, 
the distinction of being the most heavily 
insured man falls to John C. Martin. Mr. 
Martin is vice-president and general man- 
ager of the Curtis-Martin Newspapers 
and a director of the Curtis Publishing 
Company. Mr. Martin now has a total 
of insurance covering his life of $6,540,- 
000. For some time he carried policies 
amounting to $3,500,000. Last month he 
took out an additional $3,040,000. The 
new policies were negotiated by the 
Philadelphia brokerage firm of Hutchin- 
son, Rivinus & Co., L. B. Huston, life 
insurance manager of the firm, handling 
the details. The additional $3,040,000 
placed on the life of Mr. Martin is be- 
lieved to be the largest single transaction 
on record. Mr. Martin is 46 years old. 
The entire amount now covering his life 
is distributed among 25 companies with 
an average of about $250,000 in each 
company. All of the insurance is on the 
ordinary plan, some of which is personal 
coverage and some business insurance. 

Mr. Huston, when asked about the sale, 
said: 

“Mr. Martin has always been a very 
strong believer in life insurance and has 
been accumulating this coverage as fast 
as he was financially able to do so. Mr. 
Martin makes a very careful study of life 
insurance companies and is far better in- 
formed as to net costs, etc., than the 
average person buying life insurance.” 


Beha Announces Revision Hearing 


Superintendent Beha of New York 
has announced a second hearing on the 
proposed revision of Section 97 and some 
other sections of the New York insur- 
ance law to be held at Albany April 12. 
Among the objects to be accomplished 
by the proposed revision are: More ade- 
quate control of compensation for pro- 
duction of new business; a system of 
expense limitation under which an eco- 
nomically managed company would not 
be hampered by the fact that it had re- | 
duced its gross premiums; 
expense limitation that would reduce the 
first year expense limit on term poli- 
cies; more effective control of agency 
and branch office expenses; the placing 
under the first year expense limit of 
salaries paid to certain home office 
agency department members; removal 
from the first year expense limit of med- 
ical fees because of the development of 
nonmedical business; reduction in the 
limit for total expenses; removal of con- 
ditions which make it practically impos- 
sible to organize any new mutual life 
company under the New York laws. 





a system of | 





AMERICAN LIFE CONVENTION 
REPORT SHOWS GREAT GAIN 


ST. LOUIS, March 22.—The 14 
legal reserve companies members of th 
American Life Convention had a totd 
ot insurance in force Dec. 31 of $%- 
125,584,941, according to the annual re. 
port of the convention, based on the 
annual departmental statements of th 





member companies. At the close 
1926 the American Life Conventia 
companies had $17,550,229,771 and # 


the end of 1925 member companies re- 
ported $15,369,833,398. 

Last year the American Life Conver: 
tion companies paid for $4,702,795,502 0 
new business, and gained $1, 795,902, (8 
of insurance in force. Their combine 
admitted assets at the close of the yea 
were $2,493,257,900, an increase of $305; 
001,452 for the year. The combined tot? 
reserves were $2,024,158,101. Closing 
1926 the American Life Conventio 
companies reported $4,604,660,061 
paid-for “new business and _  admittel 


assets of $1,993,815,997, while reserve! 
totaled $1,697,628,626, 
The convention’s report when ane 


lyzed, reveals strikingly the trend of Ii 
insurance in the various sections of he 
country last year. It shows that i 
American Life Convention companies 
every part of the United States an 
Canada closed the year in a very healt 
condition and with few exceptions @ 
of the companies wrote more busint# 
than in 1926, 


Home Life “epee Month” 


Final results from the 
month” campaign of the Home Life ¢ 
New York in February show an increas 
of 79 percent in new business, compart 
with February, 1927. The total was * 
681,972, compared with $2,609,654 las 
vear in February. The paid-for fgue 
for the first two months of this year # 
$7,612,952, compared with $4,464,492 ! 
the same period last year, an increas¢ 
70 percent. It is particularly notew orth 

that 60 percent of the company’s busines 
this year is on the new preferred old! 
policy, promulgated at the end of 
year. 


Lafayette Life Building Cited 


In a recent number of the maga2™ 
“Buildings and Building Managemen 
official publication of that branch of ® 
dustry, the Lafayette Life Insuram® 


“appt reciatio 


| Company’ s ten-story office bui Iding ber 
cited as an example of a successiul me" 
ern 1 office struccure in a email city. a ; 


| tion gy how it was 
planned, its rental eee, he 
equipment, its operating staff and ot 
ties. The building was erected in re 
and in 60 davs every office was 
pied. Since then an average occupé 


- i 
97 percent has been maintaimee 


té atures: 
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FEATURING 
NET RATE NON-PARTICIPA TING 
POLICIES WITH NO SURRENDER 
CHARGE 


LOW NET COST PROTECTION 
ASSURES MORE PROTECTION 


SENTINEL LIFE INSURANCE COMPANY 


HOME OFFICE 
KANSAS CITY, MISSOURI 
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TO CHICAGO BROKERS 


We invite your attention— 


JUVENILE 


INSURANCE 


20 Year 


AGE 20 Payment Life Endowment 


$18.19 $39.64 
18.27 39.66 
18.34 39.68 
18.40 39.72 
18.49 39.72 
18.57 39.74 
18.65 39.76 
18.74 39.79 
18.82 39.82 
10 18.87 39.85 
11 19.11 39.88 
12 19.37 39.93 
13 19.64 39.97 
14 19.91 40.02 
15 20.20 40.06 


woeOnNAM AWN = 


Six other policy forms for children. 


Payor clause providing for premium 
waiver in event of death or total disabil- 


ity of parent. 
Death benefits graded. 


Further information gladly furnished 


C. E. Randall, 
General Agent—Chicago District 


FRANKLIN LIFE 


INSURANCE COMPANY 


222 West Adams Street 
Franklin 0824 





ATwo Hundred Million Dollar Company 


ORGANIZED 1884 














COMMISSIONER DETRICK 
PREPARES FOR ACTION 


Head of California Department 
Ready to Examine Two Mis- 
souri Companies 


EXPENSES ARE WITHHELD 


Missouri Department Advises Conti- 
nental Life and International Life 
Not to Advance Necessary Funds 


SAN FRANCISCO, March 22.—Un- 
less the Continental Life and the Inter- 
national Life, both of St. Louis, comply 
with the request of Commissioner 
Charles R. Detrick of California and 
have in his office by noon March 26 the 
necessary advance against examination 
expenses in order that under the Cali- 
fornia law he may immediately proceed 
with an examination, the certificate of 
both companies to transact business in 
California will be revoked. Commissioner 
Detrick will take such further proceed- 
ings as may be necessary to protect the 
interests ot California policyholders of 
these companies. 

his ultimatum to the companies, 
which Commissioner Detrick sent by 
registered mail March 13 and a copy of 
which was personally delivered to the 
California general agents of the com- 
panies on March 14, came as the result 
of a wire signed by Robert E. Daly of 
the Missouri department advising Com- 
missioner Detrick that his department 
had advised these two Missouri com- 
panies not to forward the requested ad- 
vance against examination expenses nor 
to permit examiners of the California de- 
partment to enter their offices. The wire 
was sent by the Missouri department 
following receipt of a letter from Com- 
missioner Detrick in which he advised 
that in accordance with his announcement 
of intention at the New York meeting of 
the Insurance Commissioners Convention 
in December he was about to begin the 
examination of these companies, inviting 
the Missouri department to participate. 


Deems Examination Necessary 


At the time of writing to Commissioner 
Hyde, Commissioner Detrick also ad- 
dressed the two companies advising that 
under Sec‘ion 597 of the political code 
of California he deemed it necessary to 
~# an examination for certain reasons 
which he enumerated. He advised the 
companies that he would’ invite a few 
other states to cooperate with him in the 
examination in order to save any un- 
necessary duplication of work already 
done. A copy of these letters was sent 
to Commissioner Hyde with the invita- 
tion to participate in the examination. 
The following wire to Commissioner 
Detrick resulted: 

“Your letter re examination of Conti- 
nental and International Life with copies 
of your letters to these companies re- 
ceived. We are today advising these two 
Missouri companies not to forward the 
money which you demand nor to permit 
your examiners to enter their offices. We 
advised you in convention session in the 
New York meeting of insurance com- 
missioners that until you had fully ex- 
plained your unreasonable accusations, 
insinuations and conduct that you would 
not be permitted to examine any Missouri 
company and you have not done so. We 
are advising Colonel Button of Virginia, 
chairman examination committee, to call 
a committee examination if he feels the 
facts warrant. Any state department, as 
I have repeatedly explained to you, will 
be welcome except the California depart- 
ment. We object to your participation 
because of the situation herein stated. It 
seems a pity that your shortsightedness, 














M. A. LAW, J. L. MAHIN — 
SPEAK AT MEETIN¢ 


Insurance Salesman and Advertis. 
ing Expert Are on Program of 
Chicago Association 


ATTENDANCE IS_ HEAVy 


National Life of Vermont Represents. 
tive Analyzes Margins That Affect 
Salesman’s Work 


“Margins—not stock margins, 
those that are applicable to insuranc 
selling—are important factors in the swr- 
cess or the failure of a man in this bus. 
ness,” said Marc A. Law, associate ger 
eral agent in the Selwyn Woodard ger 
eral agency of the National Life of Ve 
mont, Chicago, in an excellent addres 
on “Margins” before the heavily 
tended meeting of the Chicago Associa 
tion of Life Underwriters this week 
“The margin between mediocrity and 
great success is small,” Mr. Law said 
“Selling methods are important, but the 
fundamentals behind them are more in- 
portant. Great ease in execution is th 
outstanding feature of artists in all fields 
These men have so mastered the tech- 
niqve of their various lines that the tech- 
nique is no longer apparent. It is the 
same with the outstanding life insurance 
salesman. Mastery of the fundamental 
of his business has given him impressive 
ease and confidence. 

Work Alone Not Enough 


“Another margin between the mode: 
ately successful and the greatly succes: 
ful that is also narrow but puzzling 
found in the fact that many men work 
very hard, but do not produce in pro- 
portion to the effort expended. 
many men build a case to a certain point 
and then stop. ‘Determinative effort’ i 
the name for the additional effort needed 
to close the sale. One important thing 
to remember is that we often have bu 
one chance to use this extra effort. On 
feature of the successful man in the In 

(CONTINUED ON PAGE 17) 








to express it charitably, would lead yc 
to involve Missouri and California in 2 
controversy. You may depend on it tha 
we shall take such action as is good an 
proper to protect the interest of Missour 
institutions against your unwarrant ed a at: 
tack. We are advising Commissio 
Button that the Missouri department 2 ar 
the Missouri insurance companies 
ferred to desire to have a convention ¢* 
amination by such commissioners as ™ 
may designate. We cannot be a pat 
to the scheme to dynamite and explor 
these companies whether known to y¢ 
or not.” 


First Correspondence Since December 


Prior to addressing the two compan 
and Commissioner Hyde on March 7 t 
last correspondence between the two de 
partments on the subject was, according 
to Commissioner Detrick, in Decem0 
last, when Commissioner Detrick wt 
to Mr. Daly stating that in accordant? 
with his previous statement it was his ; 
tention to work so far as possible in ¢ - 
junction with the Missouri departmé 
in the projected examination of the ¢ 
panies, and suggesting that it © ou! 
facilitate the work materially if the bam 
balances and the securities on hand 4s ‘ 
Dec. 31, 1927, could be verified by ™ 
Missouri department within a reaso! Me 
short time after that date, to which ~ 
Daly, under date of Dec. 29, rep! lied © th 1a: 
he would arrange to comply with the § 
ge stions of Commissioner Detrick. 
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SEYMOUR STEDMAN, President G. L. LUTTERLOH, Secretary 


The Same Glasses 





will not fit Everyone 


N. B.—And that’s why there are over 300 Life Companies. 
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Stuberculosis 


Watch for these danger signs = 





Let your doctor decide 











UBERCULOSIS can be cured more easily than 

any other dangerous, chronic disease. If it is de- 
tected in its early stages it can be stopped before seri- 
ous damage is done. 


Young people of high school ages, and young 
women up to the age of 25, are especially susceptible. 


The danger signals of tuberculosis are usually plain 
to be seen and the danger is great—unless the signals 
are heeded. 


In the month of March, 1928, a nationwide cam- 
paign for the early diagnosis of tuberculosis will be 
conducted by more than 1,500 tuberculosis and health 
associations of the United States. 


People will be told to watch for the first signs of 
tuberculosis. They will be asked to answer these four 
questions : 


1. Do you tire easily? 

2. Are you losing weight? 

3. Do you suffer from indigestion? 

4. Have you a cough which hangs on? 


There will be many instances, of course, in which 
people may have all four of these weaknesses without 
having contracted tuberculosis. But if the answer is 
“yes” to any one or more of these questions, act in- 
stantly. Go to your physician for a complete medical 
examination. He will advise what should be done for 
prevention or cure. 


The war to prevent and 


principal cause of death— 
cure tuberculosis is one of 


twenty years from now an 


the brilliant triumphs of 
modern science. The 
death rate from tubercu- 
losis has been reduced al- 


most two-thirds during 
the past 40 years. 
Now statisticians boldly 


predict that during the 
lifetime of the majority of 
the readers of this an- 
nouncement _ tuberculosis 
will be under such thor- 
ough control that it will be 
an infrequent cause of 
death. 

Think what it means. 
Twenty years ago the 





infrequent cause of death. 
The Metropolitan urges 
people in all parts of the 
country to give whole- 
hearted support to the 
March campaign of the 
national and local tuber- 
culosis and health associa- 
tions for early diagnosis 
and immediate action. A 
copy of the Metropolitan's 
booklet, “Tuberculosis,” 
will be mailed free to 
every person asking for it. 


HALEY FISKE, 
President. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insur- 


ance in Force, More New Insurance Each Year. 











E. W. OWEN, P. M. RAY 
ADDRESS CONGRESS 


SPEAK AT PHILADELPHIA MEET 





Each Gives Delegates His Views of 
How Success in Selling May 
Be Attained 





Each man has four natures, Ernest 
W. Owen, Detroit division manager of 
the Sun Life of Canada, said in his 
address to the Tri-State sales congress 
at Philadelphia. “These are the busi- 
ness nature, the selfish nature, the 
benevolent nature and the family na- 
ture.” Mr. Owen then told how it is 
possible to discover which nature or 
which combination of natures dominates 
each man the life insurance salesman 
meets, saying in part: 

“You will discover a man’s dominant 
nature by observing three things: The 
action of his eyes, the condition of his 
desk, and the manner in which he sits. 
The business nature has little on his 
desk, his eyes are hard, and he usually 
sits straight in his chair. The family 
man has plenty on his desk. The pu- 
pils of his eyes dilate when you speak 
of the kiddies, and he usually leans back 
in his chair.” 

He said that success in selling de- 
pends in part on discovering the domi- 
nant element in a prospect and for the 
rest knowing what is to be sold, com- 
bined with intelligent application of 
this knowledge. 

Paul M. Ray, vice-president of the 
Provident Life & Accident, who was an- 
other of the congress speakers, said with 
reference to selling: 

“Not only is selling life insurance the 
selling, or better, the creating of estates 
where estates otherwise would not exist, 
but it is also a conservation of estates 
already created through making proper 
provision for the discharge of destruc- 
tive taxes and administration costs which 
ofttimes dissipate entirely fine estates 
created through long years of painful 
effort. It is selling credit for growing 
business men and security for the cred- 
itors. It is the only means of removing 
from the life of man the doubt, fear, 
uncertainty and indirection which lead 
nowhere, and leaving in their stead con- 
fidence, courage, certainty and a defi- 
nite workable plan for attaining life’s 
hopes, ideals and purposes.” 


TRUST COMPANY TO HAVE 
LIFE INSURANCE LIBRARY 





The Detroit Trust Company has es- 

tablished a life insurance library which 
every life underwriter in Detroit is 
privileged to use. The library is grow- 
ing every day, and it already contains 
books by all of the prominent writers 
on the subject of life insurance and al- 
lied lines. The books required in the 
course for the degree of chartered life 
underwriter by the American College of 
Life Underwriters are now on the 
shelves, as well as many other books and 
publications. 
The books now in the library fall un- 
der the following classifications: Sales- 
manship, education and sociology, insur- 
ance principles, business insurance, in- 
come insurance, taxation and estates, 
commercial law, finance and general, 
and include such authors as Dr. S. S. 
Huebnev, J. A. Stevenson, A. H. Red- 
dall, E. A. Woods, Dr. Lovelace, Dr. 
Rockwell, C. A. Scully, Wm. Alexan- 
der, Lowman, Bragg, Duryea, Strong, 
Madden, Maclean, Ganse and others. 


Register Life to Remodel Building 


The Register Life of Davenport, Ia., 
will remodel its home office building in 
order to double its floor space. Work 
will begin April 1, and the company will 
be housed temporarily at 627 Ripley 
street. The first two months of the 
year, the company’s business showed a 
62 percent increase over the same period 





last year. 


LINCOLN LIFE DIRECTORS 
PROTEST COURT’S RULI 





FILE DEMAND FOR REHEARING 





Petition Says Decision Finds Them 
’ Have Violated Law and Conspired 
to Deceive Departments 





LINCOLN, NEB., March 22.—Th 
group of prominent business men wh 
formerly composed the board of 4. 
rectors of the Lincoln Life, a dissolve; 
corporation, made an indignant demané 
on the Nebraska Supreme Court for , 
rehearing of the McLennan case, jy 
which they say the court decree finds 
them to be violators of the law and to 
have conspired to deceive the insur. 
ance departments of Nebraska an 
Minnesota. They say they have had: 
Standing in the community that has 
been above reproach and that their jin. 
tegrity has never before been challenged, 
and for that reason they ask a hearing 


de novo. 
History of the Case 


Mr. McLennan was former superin- 
tendent of agents and a director of the 
company. When the company in 1920 
desired to enter Minnesota it was found 
it had to have greater assets. The di- 
rectors voted to sell additional stock at 
$300 a share, and McLennan undertook 
to sell it. Deflation came along soon 
afterward and the directors say that 
it was not until after the death of Presi- 
dent Q. J. Collman, four years later, 
that McLennan claimed that the stock 
taken by himself and Collman was not 
purchased for themselves, but as trustees 
for the company. The lower court held 
that the use of a trustee to buy the 
stock for the company was legal, but the 
supreme court, while still exempting 
McLennan from liability for the notes, 
held that all had broken the law. 


Protest by Directors 


The protesting directors say this 
leaves them convicted of a fraud m 
which they had no part and of which 
they ‘had no knowledge; that Mr. Coll- 
man and his estate regarded the transac- 
tion as a sale to him of the stock he 
bought, and paid for it; that Mr. Mc- 
Lennan admitted he did not tell the 
directors until after Mr. Collman’s death; 
that Mr. McLennan always voted this 
stock as his own and sought to use it 
to oust Mr. Collman from control and 
get the company for himself, and that 
it was Mr. McLennan’s disclaimer of any 
responsibility for the debt at the banks, 
made after Mr. Collman died, that made 
it utterly impossible to continue the 
business and forced a liquidation. 


Phoenix Mutual Concludes Contract 


HARTFORD, CONN., March 22.— 
The Western Electric Company has con- 
cluded a contract with the Phoenix Mv- 
tual Life under which employes will now 
be enabled to purchase any standar 
from of life insurance policy on the pay- 
roll deduction plan, according to an an- 
nouncement made by the company to 
day. 
About 45,000 employes, _ stationed 
throughout the United States, are priyr 
leged to buy under this contract, which 
is said to be the largest of its kind ever 
consummated. Slightly more than three 
fourths of those involved are male work- 
ers. 


Application for Rider Rejected 


Application of the Metropolitan Life 
for approval of an aeronautics rider, ' 
be attached to the whole life policy and 
exclude coverage for deaths from flying, 
except as a fare-paying passenger, has 
been rejected by Superintendent Beha of 
the New York department. It was urge 
that this clause did not violate the incon- 
testable clause, but Mr. Beha held that * 
was a limitation on a par with suicide 
exemption, which is not permissible 





under the policy. 
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CONNECTICUT GENERAL 
ALTERS NON-MEDICAL PLAN 


IS NOW STILL MORE LIBERAL 





New Program Replaces “Old Policy- 
Holders Month”—Gives Field 
Men More Time 





The privilege of applying for new in- 
surance without medical examination 
during the 60 days just prior to change 
of age is now offered to Connecticut 
General policyholders, according to an 
announcement just made, effective 
April 1. 

The new offer replaces the special 
non-medicai offer made for several years 
past during “Old Policyholders Month.” 

“Old Policyholders Month,” said Vice- 
president W. I. King, in announcing the 
new plan, “has been very gratifying, 
both to the agent and the company in 
results obtained. Only one drawback 
has been evidenced; the month has not 
been sufficient time for our agents to 
see all of their policyholders. 

“This new plan has all the advantages 
of “Old Policyholders Month” and in 
addition allows the agent to plan his 
work systematically so that he can see 
all of his eligible policyholders at the 
proper time during the year, and ren- 
der them such service as they need.” 

To be considered for the nonmedical 
offer, policyholders must have passed 
within five years a complete medical ex- 
amination for life or non-cancellable dis- 
ability insurance, and still be apparently 
satisfactory risks from the standpoint of 
health and occupation. 


Details of Plan Told 


Policyholders up to and including age 
45 will be considered for a total of 
$20,000, nonmedical, including any al- 
ready in force, and with the further 
stipulation that not over $10,000 new 
nonmedical will be considered in any one 
year. For policyholders between ages 
46 and 55 inclusive the maximum non- 
medical, including that already in force, 
will be $10,000. None will be issued 
above age 55. 

Women who have $90,000 insurance 
or less in the company and men who 
have $115,000 or less wil be considered. 
The double indemnity and premium 
waiver disability provisions will be in- 
cluded. 


UNUSUAL INCREASES ARE MADE 
All Sections of Country Share in Gains 
Reported by Sales Research 
Bureau 





Marked gains in all sections of the 
country were shown in February produc- 
tion, according to the February report 
of the Life Insurance Sales Research 
Bureau. A total volume of $731,000,000 
of ordinary life was purchased last month, 
again of $57,000,000. That these gains 
were widespread is shown by the fact 
that 61 percent of the companies showed 
mereases as compared with February, 
1927, and every territorial group reported 
marked gains. 

New England territory led the country 
with a gain of 12 percent, this also being 
reported by the mountain states. Certain 
States showed remarkable increases, Ne- 
vada 96 percent, Delaware 65 percent, 
Maine 39 percent, Mississippi 38 percent, 
New Hampshire 35 percent and Minne- 
fota 25 percent. Some of these states 
had been notablv in the doldrums the pre- 
ceding year. 


Central Life’s Iowa Meeting 


lowa agents of the Central Life of Des 
Moines will meet in that city March 30-31 
lor their state convention, it is an- 
nounced by G. M. Buck, second vice- 
President. About 150 are expected to at- 
tend, including general agents. The 
Program will include a school of instruc- 
ton, banquet and theater party. 











ILLINOIS LIFE INSUR 
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“—— 
JAMES W. STEVENS, Founder 


ILLINOIS 


KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 


We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 


In your letter please state the line of work in which you 
are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 


KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Compantes 
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Come to 
California 


Where ideal road and climatic con- 
ditions enable you to work in 


comfort every day in the year; 
where you and your family will 


be happy in achieving; where life 
is at its best. 


Direct Home Office Contract, with 
full liberal commission. 


We have excellent openings just now 
for upstanding men of good 
character who want to build for 
their future. 


For full information write 
J. ROY KRUSE, President 


CALIFORNIA STATE LIFE 
Insurance Company 
SACRAMENTO CALIFORNIA 




















































Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 


Organized 1845 




















CONNECTICUT GENERAL’S 
TRUST BUSINESS GROWS 


——_— 


150 PERCENT INCREASE MADE 
Applications for Agreements in Feb- 
ruary, 1928, Show Gratifying Gain 
Over Those for February, 1927 





In February, 1928, trust agreements 
prepared by the Connecticut General 
Life showed an increase of 150 percent 
over those prepared in February, 1927. 

“This reflects the good work agents 
are doing along the lines of estate con- 
servation,” said Vice-President G. E. 
Bulkley. “One of the reasons that life 
insurance is written today in hitherto 
unheard of volume is that it is being 
presented in terms which the average 
man can understand and appreciate. We 
are applying intelligent sales methods as 
never before and the agent who realizes 
this fact and adopts the idea of fitting 
the insurance to the recognized needs 
of his prospect has unlimited possibili- 
ties before him. It is for this reason 
that so much is being said and written 
on the subject of instalment settlements, 
preferably through trust agreements. 

“The fundamental thing that we as 
life insurance salesmen are trying to 
accomplish is to provide that every fam- 
ily in the event of the death or disabil- 
ity of the income producer shall have 
the chance to continue its life as a fam- 
ily in its own home. It is there under 
the mother’s care that we want our own 
children raised, at least, until they are 
old enough to have a reasonable chance 
in the world, backed by the moral influ- 
ence of a home life and the foundation 
of a reasonable education. That is the 
greatest thing life insurance can accom- 
plish and should be the least service it 
may well render.” 


Makes Two Appointments 


Western States Life announces the 
appointment of Homer R. Sessions as 
agency director for eastern Washington 
and northern Idaho with headquarters 
at Spokane. He was formerly superin- 
tendent for the Metropolitan Life at 
Spokane. 

Charles C. Condon has been named as 
agency organizer for the company at 
Portland, Ore. He was formerly in like 
capacity for the Metropolitan Life at 
Portland. He will cooperate with M. E. 
Smead, agency director for the com- 
pany at Portland. 


Gets Coast Counties 


Appointment of T. D. Thomason, as 
manager of the San Francisco branch 
office, with supervision over the Califor- 
nia coast counties from San, Mateo to 
the Oregon line, is announced by the 
Northern Life of Seattle. He succeeds 
S. C. Fletcher, who recently resigned to 
join the Jefferson Standard Life. 


Bank Savings Life Record 


The Bank Savings Life of Topeka, 
Kans., has passed the $800,000 mark in 
insurance for March. This means that 
the final figure for the month will be 
well over the million mark. By writing 
a million or better in March the company 
will have written a million a month or 
better for 18 consecutive months. In 
1927 the company wrote $13,900,000 in 
business. 


Opens Detroit Office 


The National Service & Appraisal 
Company of New Orleans has opened 
a branch office in Detroit with Grant M. 
Kitzmiller as manager. Offices have 
been taken in the Penobscot building. 
Dr. E. G. Simmons, who is vice-presi- 
dent and general manager of the Pan- 
American Life, is president of the Na- 
tional Service. The Detroit office will 
have jurisdiction over Michigan and the 
northwestern counties in Ohio. 





LIFE INSURANCE LAW 
CROP IN 1927 “NORMAL” 


—_—- 


NEW STATUTES NUMBER 1% 





National Congress No Act Affecting 
Business—All But Five States 
Active 





NEW YORK, March 22.—That legis- 
lation affecting life insurance, measured 
by the number of laws enacted, was 
about normal during 1927 is revealed by 
“Life Insurance Laws,” compiled by the 
Association of Life Insurance Presidents. 

By reference to this compilation, it is 
observed that in the United States 62 
regular and special legislative sessions 
were held which enacted 124 new laws 
affecting life insurance, this number be- 
ing exactly the average of new laws in 
“on” or odd-numbered years since the 
association published its first volume in 
1911. Of these sessions, Congress and 
the legislatures of five states and one 
territory enacted no new laws. The 
legislatures of 10 states and one territory 
enacted but one new law each, while 
those of 13 states enacted only two new 
laws each. The remaining 87 laws were 
enacted by 18 states; California and Wis- 
consin, with 10 each, ranking at the top 
of the list. 

In Canada, the Dominion parliament 
enacted eight new laws while one prov- 
ince enacted five and another three. The 
legislatures of three provinces enacted 
only one each, while no new laws were 
enacted by four provinces. 


LINTON CINCINNATI SPEAKER 





Explains Advantages of Life Insurance 
Trust at Joint Meeting of Under- 
writers and Trust Men 


M. Albert Linton, vice-president of the 
Provident Mutual Life, spoke before the 
life underwriters of Cincinnati, Tuesday, 
on “Life Insurance Options and Trust 
Company Services.” 

The meeting, which was very well at- 
tended, was the first of a series of meet- 
ings, sponsored by the Fifth-Third-Union 
Trust Company of that city, to which 
all life underwriters and trust men are 
invited. 

In speaking of the various settlements 
of life insurance contracts, Mr. Linton 
emphasized the need of flexibility. After 
recommending an income policy as a 
“backwad” of every program, he showed 
the advantages of the trust company ad- 
ministration of insurance payments. 

Calling attention to the fact that life 
insurance options are contracts and sub- 
ject to litigation and consequent delay, 
Mr. Linton stated that the insurance trust 
method is free from this disadvantage, 
from attorney’s fees, also exemple from 
state inheritance taxes, and not subject 
to suit, etc., but that the real reason for 
the insurance trust is because the trust 
company can exercise discretionary 
powers in the carrying out of trust agree- 
ments. Another advantage of the trust 
method is that it makes it possible to 
handle the settlement of many policies of 
different life insurance companies 
through one institution. 

Mr. Linton closed with an explanation 
of his personal trust plan and with the 
recommendation that every underwriter 
regard the conservation of estates as 
highly as the creation of them. 


Equitable Insures 105,000 Women 


More than 105,000 women are now 
insured in the Equitable of New York. 
Of these 23,500 carry insurance on the 
endowment plan. In addition to the 
holders of life policies, 18,000 women 
have invested in Equitable’s retirement 
annuities. It is estimated that Equitable 
policies on the lives of women represent 
approximately $250,000,000 of life im- 
surance in force. 
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ORGANIZATION READY 
TO WRITE BUSINESS 








MICHIGAN LIFE IS LICENSED 





New Detroit Company Organized by 
Former Commissioner Hands to 
Start Operations Soon 





The Michigan Life of Detroit, the new 
company promoted by former Commis- 
sioner Leonhard T. Hands and headed 
by former Governor Alex J. Groes- 
beck, has been licensed by the Michigan 
department. The new carrier had paid- 
up capital of $100,062 with $8,000 sur- 
plus, according to the report of condi- 
tion as of March 8 submitted by L. J. 
Treanor, chief examiner of the Michigan 
department. The company’s articles 
were recently amended to make $100,- 
000, rather than $250,000, the minimum 
capital for beginning operations. Several 
prominent financiers in various parts of 
the state are interested in the company. 

A Lansing office will be opened in 
the Tussing building in charge of A. M. 
Roche, it was announced by Col. Samuel 
D. Pepper, director and counsel. Mr. 
Roche was formerly district agent for 
the Michigan Mutual Life, absorbed 
some time ago by the National Life, 
U. S. A., with both of which companies 
Mr. Hands was formerly superintendent 
of agencies. It is expected that active 
solicitation of business will start as soon 
as the Michigan department gives for- 
mal approval to the policy forms. Proofs 
of which have already been submitted. 

An extensive agency organization has 
already gone into action in Michigan and 
$2,500,000 of business has already been 
pledged to company representztives. The 
company hopes to show a total produc- 
tion of $7,500,000 for the curreni vear. 

The company’s certificate of authority 

‘mpowers it to write health and accident 
as well as life business. A tentative agree- 
ment has already been entered irto with 
the Title Guaranty & Casualty of De- 
troit whereby it will be consolidated with 
the Michigan Life, it is said. The Title 
Guaranty has a premium income of about 
$50,000 annually on accident and health. 


VICTORY LIFE SHOWS GAINS 





Kansas Company Under Direction of 
W. J. Bryden, Makes Excellent 
Showing in 1927 





The Victory Life of Kansas has issued 
its 1927 statement. The gain in admitted 
assets for the year was $503,352. The un- 
assigned surplus at the end of 1927 was 
$165,298, a gain of $73,698 for the year 
The company now has on deposit with 
the state $742,000. The annual statement 
shows insurance in force of $14,100,000, 

Total dividends to policyholders in 
1927 amount to $101,000. The surplus 
Was increased $37,700. 

W. J. Bryden is secretary and gen- 
eral manager of the company, and un- 
der his guidance the Victory Life is 
making a splendid record. ; 


Midland Mutual’s New Treasurer 


B. Gwynne Huntington, senior vice- 
President of the Huntington National 
Bank, Columbus, Ohio, has been elected 
director and treasurer of the Midland 
Mutual Life, succeeding his brother, the 
late F. R. Huntington, who was one of 
+ organizers of the Midland Mutual 
wife, 

Mr. Huntington was president of the 
Ohio Bankers Association in 1924-1925 
and is now a member of the executive 
and legislative committee of the Ameri- 
can Bankers Association. He is a $100,- 
900 policyholder of the Midland Mutual 
-ife and has always taken a keen in- 
terest in its welfare. 











ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 





READY 
FOR 
NEBRASKA 





An excellent opportunity for a 
capable and experienced life 
agency organizer! 





For the man who can satisfy 
our requirements we now offer 
the State of Nebraska under a 
money-making general agency 
contract. Write us. 





Royal Union Life Building 


Cor. Seventh and Grand Ave., 
[Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 














THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH a 

ai udeeeetesecnsaseseseoes Over Fifty Million 

iacmense Bn Pateh......»-.-s-vnrmsreresessensnsesononer > a od ~~ 

BORED occvccoscescscces AND onan gh 
Paid Policyholders since organization. ......---+-+-+-*+*+*****" 


WANTS—General Agents and a in 17 — 
Contract—Commissions or commissions expense allowance 
Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, Ill. 














George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 

HARRISON B. SMITH, President 
i i ing definite territory with 

t ortunity for liberal contracts covering 
lune ‘Office poor» and with power of appointment of sub-agents, 

wa era : Sen, 

States of West Virginia, Virginia, Ohio, Kentucky, South 
Slee North Carolina, Georgia, Michigan, Oklahoma and Washingtoa. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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“THE FRIENDLY” COM PANY 


Getting All the ‘Breaks’ 


Because of being in sympathy with 
field conditions and knowing the problems 
of the field man; because of the service and 
friendship given to field men and policyhold- 
ers, and because of the soundness of com- 
pany management, the business of “The 
Friendly company” has steadily increased 
with the years. 


If you are interested in a connection 
which will give you all the “breaks,” it will 
pay you to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 
Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 











AGENCY 
MANAGER 
WANTED 


For 
Life Insurance Agency Management 


For a man of from thirty-five to forty-five 
years of age here is a real opportunity to be- 
come associated with a well established life 
insurance company of the Central West in 
charge of agencies. He must be an energetic, 
enthusiastic man of the right type with 
enough life insurance agency experience to 
be able to assume full charge and build up 
and develop the agency business of the com- 


pany. 


This company is more than twenty years old 
with capital and surplus of about $1,000,000. 
The company is looking for a high class 
agency manager. Write in confidence, giv- 
ing age, experience and reference. Address 
D-70, care The National Underwriter. 























BUSINESS INSURANCE: 
PROTECTS BRAIN VALUES 


CREDIT BASED ON CHARACTER 





Albert G. Borden, Agency Instructor of 
Equitable Life of New York, 
Speaks 





PHILADELPHIA, March 2.—Speak- 
ing before the Tri-State Sales Congress 
here last week, Albert G. Borden, agency 
instructor of the Equitable Life of New 
York in New York, explained the im- 
portance of business life insurance as the 
depreciation reserve for obsolescence of 
mind values, or, more simply, as brain 
insurance for business. He said that the 
modern business world demands this 
protection for credit and that the real op- 
portunity is not, as often believed, with 
the great millionaire corporations, but 
with the great mass of average sized 
concerns, 

Mr. Borden cited as his first example 
his own company. He uses this in many 
interviews with effect. The Equitable 
Life, when first launched, did not have 
its present credit rating, naturally, and 
among the records is shown the case of 
the securing of credit with a stationer 
for early supplies. It was necessary for 
the founder of the company to insure his 
life for $3,000 in another company, to 
secure the account with that stationer. 
Mr. Borden cites this as an early and 
striking example of the need and value 
of business life insurance, offered by his 
own company’s experience in its early 
days. 

The exact purpose of business life in- 
surance was defined by Mr. Borden as 
the creation of a sinking fund to care for 
depreciation of mind values. He said 
that in any concern it is not the machin- 
ery and equipment that becomes obso- 
lete, yet the concern readily enough 
realizes the need for a sinking fund to 
care for the property depreciation. Of 
far more importance is the brain power 
of the concern and this should be pro- 
tected by a life insurance sinking fund. 
Mr. Borden said that many are fooled be- 
cause legally a corporation does not die, 
as does a partnership, when its leaders 
die. And yet the brain power does die 
and needs this protection to bolster 
credit and tide the corporation over the 
stress of emergency. 

It was emphasized by Mr. Borden that 
brick and mortar is not what makes for 
success in business. The equipment is 
of minor importance. As an example, he 
referred to those in the convention hall. 
He said that all agents had practically the 
same equipment in rate books and offer- 
ings and yet some made $100,000 annu- 
‘ally—and some did not. It is the mental 
power that drives to success in this and 
every other class of business. He cited 
the cross-examination of J. P. Morgan 
not many years ago on the question of 
credit, when that great financier stated 
that credit is based on character, not 
money. Other examples of endorsement 
of the principles of business insurance 
were cited, 

Mr. Borden said that there is a great 
opportunity open to the life underwriter 
in the development of this business and 
this opportunity does not lie in the mil- 
lion dollar field, but in the average field, 
with which every agent has constant con- 
tacts. He said that the great corporation 
often has certain strong men and great 
cash reserves which reduce the necessity 
for such protection, but the enormous 
total of smaller concerns of average size 
has this need clearly shown and the agent 
who sees them can build a great business. 


Reliance Life’s February Figures 
An increase in paid business of 17% 
percent over February, 1927, is reported 
for February by the Reliance Life of 
Pittsburgh. Paid business figures for 
the month are: Life, $4,929,372; accident, 
$2,350,300; health, $4,642. Totals of in- 
surance in force Feb. 29 are: Life, $383,- 
830,823; accident, $152,989,877; health, 
$371,014. 

















HIGH SPOTS IN THE 
UNION CENTRAL REPORT 


ACTUARY BRINGS OUT FACTS 





Some Points Drawn From the Financial 
Exhibit Showing the Transactions 
of the Year 





The report of the actuary of the Union 
Central Life, E. E. Hardcastle, is inter- 
esting in the points that it brings out. 
The mortality ratio last year was 49.58, 
representing a gain from this source oi 
over $7,000,000. The business written 
with the disability benefit was 25.49 per- 
cent of the total, a ratio that has been 
declining steadily since 1924. The per- 
centage of business written with the 
double indemnity clause was 22.82, which 
is also declining. Nearly $30,000,000 
substandard business was written during 
the year, an increase of $5,000,000. The 
mortality on the substandard business re- 
tained by the Union Central was 33.04 
percent. The amount of reinsurance is- 
sued during the year represented a total 
of over $31,000,000, the amount in force 
being $122,000,000, or one-tenth of the 
company’s insurance in force. 


Lapse Ratio for the Year 


The lapse ratio for the year was 4.87 
per cent. The average policy written was 
$4,723. Of 6,842 term policies in force at 
the beginning of the year 14.24 percent 
were converted. The proportion of ordi- 
nary life has increased from 50 to 56 per- 
cent. The limited payment life has fallen 
from 16 to 13 percent. The various en- 
dowment plans remain about 10 percent. 


The term insurance is 9.71 percent. 
Actuary Hardcastle says that the tend- 
ency to write business on the cheaper 


plans that has prevailed for several years 
past is illustrated by the fact that where- 
as the average premium per thousand on 
renewal business is $35.18, the average 
premium per thousand on the new issue 
was $31.77. The average age at which 
the new business was written was be- 
tween 38 and 39 years. This average has 
remained unchanged for several years. 





INSURANCE BUREAU IN 
THE STATE CHAMBER 





INDIANAPOLIS, March 23 —Joseph 
W. Stickney is chairman of a new in- 
surance committee recently appointed 
by the Indianapolis Chamber of Com- 
merce, and the first meeting was held 
on Tuesday of this week. It was decided 
to recommend to the executive commit- 
tee of the Chamber that an insurance 
bureau be estabiished to which insurance 
questions may be put by the members. 
There are 26 members on the committee 
and all classes of insurance are repre- 
sented as well as the interests of the 
buyers of insurance. It was agreed that 
this committee may be made useful in 
bringing about a better understanding 
between insurance representatives and 
business interests of the city and efforts 
to this end will be undertaken. Mr. 
Stickney outlined in some detail what 
the committee may accomplish and his 
suggestions were heartily received. 





Changes Production Club Plan 


A rearrangement and increase in the 
classes of the prize-winning Perfect Pro- 
tection Clubs of the Reliance Life ot 
Pittsburgh is announced. Heretofore 
there have been only three clubs, the 
$100,000 Club, the Quarter Million Club 
and the Half Million Club. The new 
plan establishes seven divisions as fol- 
lows: $100,000, $200,000, $300,000, $400.- 
000, $500,000, $750,000 and Million Dol- 
lar Clubs. 

There were 236 Perfect Protection 
Club members in 1927 and each receiv ved 
a valuable award differing in each class. 
Under the new arrangements of the 
clubs, it is possible to place each agent 
in the class more nearly approximating 
his production. 
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Policyholder Finds 
Fountain of Youth 


OME 300-odd years ago, Ponce de 

Leon set out to find the “Fountain 
of Youth.” Three years ago Ira L. Bref- 
fle found it. Proof of Ira’s discovery is 
contained in a letter to A. C. Miller, 
general agent for the Aetna Life at Des 
Moines, Ira’s old home town. The letter, 
postmarked New Port Richey, Fila., 
reads as follows: 

“After living three years on the gulf 
coast of south Florida, I am younger 
than I was when I took out this insur- 
ance 10 years ago. Aren’t you gomg to 
reduce my premium on that account? 
If you don’t believe it, come down here 
and examine me.” 


M. A. LAW, J. L. MAHIN 
SPEAK AT MEETING 


(CONTINUED FROM PAGE 10) 


insurance business is the knowledge of 
when to close. 

“If we are going to write large poli- 
cies we must have great patience and 
special equipment. The wealthy man is 
essentially no different from any other 
man, and we should not be afraid of 
him. A mistake we make often is that 
we do not make our appeals sufficiently 
attractive to the man of wealth. True 
confidential relationship needs years for 
its building, but a large renewal income 
and an established clientele are worth 
working and waiting for.” 

In concluding Mr. Law said that there 
also is an important margin between 
mental stagnation and mental growth. 
The really intelligent man, he said, 
knows his deficiencies and is forever 
eager for more growth. He closed by 
cuoting for his auditors the phrase, 
“Men are not what they think they are; 
but what they think, they are.” 


Advertising Expert Speaks 


Following Mr. Law on the program 
was John Lee Mahin, vice-president of 
the Barron G. Collier advertising organi- 
zation of New York City. Throughout 
his address he drew a comparison be- 
tween the advertising salesman and the 
life insurance salesman, denoting how 
sales aids that are valuable to the adver- 
tising man are in many ways valuable 
also to the insurance man. “If you are 
going to advertise,” he said, “let your 
advertising be a logical extension of 
your sales policy.” 

In an amusing way he told of his 
early experiences in the Chicago busi- 
ness world and of the trouble he once 
had to buv insurance protection in an 
amount sufficient to cover business debts 
he had contracted. 

Advertisements Should Aid Salesmen 


“The only kind of advertising insur- 
ance companies should do,” he told his 
audience, “is the kind that fits you fel- 
lows—you salesmen— into the picture. 
Advertising paves the way for salesmen 
and keeps people sold. Advertising 
should be developed along lines that will 
do for salesmen some of the work they 
are now compelled to do for themselves. 

“If there is some way you can get 
your prospects’ or clients’ backers inter- 
ested with you in estate creation you are 
extending your arm,” Mr. Mahin said 
in a closing reference to the function of 
the trust company in the creation of life 
Msurance estates. 





Colored Companies Hold “Week” 


Last week was “National Negro In- 
surance Week” with the 28 companies 
that are members of the American As- 
sociation of Colored Life Insurance 
Companies. The purpose of the week is 
to disseminate insurance education 
among colored people. In all centers in 
which the Negro companies operate, 
Public meetings were held each night of 
the week. The 28 companies that are 
members of the association have $300,- 
000,000 of insurance in force, $11,000,000 
of assets and $10,000,000 annual prem- 
ium income, 





ROBERT DECHERT SPEAKS | 
ON INSURANCE TRUSTS | 


Traces High Points of Trust| 
Agreement to Fit 


Case 


TALKS AT PHILADELPHIA 


Penn Mutual Official Tells of Cases 
Where Trust Company Cooperation 
Is Especially Desirable 


Robert Dechert, vice-president and 
counsel of the Penn Mutual Life, gave a 
very informative speech at the Tri-State 
Sales Congress at Philadelphia last week. 
He told of the specific cases in which | 
the insurance companies are especially | 
the trust company 
He also traced the high points 
in life insurance trust agreements. Mr. 
Dechert said the first essential is that 
each agreement of trust be drawn to fit 
the particular case and a regular deed 
of trust creating a living trust is not 
suitable for the purpose. The life in- 
surance trust agreement must contain 
vital clauses concerning the control of 
policies, payment of premiums, use of 
principal to assist in settlement of gran- 
tor’s date passing under his will and other 
distinct provisions. Mr. Dechert also 
recommended that a carefully prepared 
list giving all the insurance policies in- 
cluded in the trust be included in the 
agreement. 

Must Retain Rights 





anxious to co- 


operation. 


use 


It is also important that a trust deed 
have a clause concerning the rights of the 
creator of the trust to deal with his 
policies after the trust is created. On 
‘his matter Mr. Dechert said: 

“It is at this point that most of the 
casualties in the drawing of these agree- 
ments occur. Under this unfunded type 
of trust, except in unusual cases, the 
creator of the trust (the insured under 
the policies) should generally reserve 
these rights to himself alone: 1. The 
right to alter, amend, add to or revoke 
the agreement of trust; 2. the right to 
withdraw policies from the trust, and to 
add new policies to it; 3. the right to re- 
ceive any annuity payments due in case 





of disability; 4. the right to assign the 
policies, to change beneficiaries, to re- 
ceive dividends, to receive the principal 
of any policies which mature in his life- 
time, to borrow upon the policies, to 
surrender them for cash or any other 
form of policy, and to exercise all other 
rights given the owners of the policies 
under any of their terms. 


Importance Is Great 


“The importance of considering the in- 
clusion of some such terms as these can- 
not be overestimated. The mere power 
to alter, amend or revoke might be broad 
enough in most cases to include the other 
powers, but it would not protect the in- 
sured’s right to receive the various dis- 
ability benefits through his guardian or 
committee in case he became insane. The 
failure to provide that proceeds of ma- 
tured endowments or disability annuities 
shall go to the grantor instead of to the 
trustee may perhaps so affect the oper- 
ation of the rule against perpetuities as to 
render the entire agreement void.” 


Cases Where Desirable 


Regarding the cases where the cooper- 
ation of trust companies is especially de- 
sirable, Mr. Dechert said: 

“The insurance companies look with 
eagerness upon the cooperation of the 
trust companies in certain types of cases 
peculiarly suited to handling under trust 
deeds. The granting of discretion to a 
trustee to expend principal for the needs 
of beneficiaries is of course typical of this 
situation. If the beneficiaries’ judgment 
is trusted, a substantially similar result 
may be reached by providing in the in- 
surance company’s settlement that the 
beneficiaries may at certain times draw 
upon principal. If, however, the trust is 
to be of the ‘spendthrift’ sort, or the judg- 
ment of beneficiaries is not trusted, the 
trust company’s discretionary judgment 
as trustee must be brought in under a 
life insurance trust deed. 

To Avoid Creditors 


“Another important group of cases for 
the life insurance trust are those instances 
where an insuréd, engaged perhaps in a 
risky business, desires to put his policy 
beyond reach of his creditors by giving 
up the right to change the beneficiary, 
and at the same time wants to provide 
for a settlement including classes of un- 
born children as remaindermen. Under 
the standard provisions section of the sev- 
eral insurance codes, the various powers 
under life policies (power to borrow, 
surrender, etc.) must be given to some 
one. In such a settlement as was men- 
tioned, the insured had given up the 


powers, and the beneficiaries to whom 
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policies are left in a snarl which is bound 
to cause trouble in many cases. If they 
are payable to a trust company, as trustee, 
it can of course exercise the powers and 
solve this troublesome situation. 


For Complicated Settlements 
“Many people wish to make the final 
reversion of principal under their policies 
to the ‘heirs’ of themselves or of certain 
descendants. The insurance company, 
anxious to make prompt settlements with- 
out reference to courts, cannot permit 
this, but must identify more clearly the 
persons intended. But the trust company 
solves the problem by filing its account 
in court and passing over to the court 
the determination as to what state’s laws 
govern, what those laws provide, as of 
what date the decision shall be made, and 
what people come within the group of 
heirs so fixed. Such a course involves de- 
lay and expense to estates and to bene- 
ficiaries in the court proceedings, but it 
enables the insured to use this broad 
term ‘heirs’ and let time answer the ques- 
tion as to who they will be.” 


NEW SELLING COURSE ISSUED 





Prentice-Hall Issues Two-Volume Work 
by T. W. Callihan, John Hancock 
Educational Chief 





Prentice-Hall, publishers, 70 Fifth 
Avenue, New York, have just issued 
“A Brief Course in the Selling of Life 
Insurance” by Tressler W. Callihan, 
head of the department of education of 
the John Hancock. The work is in two 
volumes. It is based on material which 
actually has been used successfully by 
insurance men and draws freely from 


the experience of veterans in the life 
field. It presents the subject thoroughly 
and clearly. All the illustrations are 


taken from actual cases and therefore 
are practical. Mr. Callihan is a life man 
of wide experience and is well known as 
an educational speaker on life insurance 
subjects. 

The course opens with two chapters 
on selecting a vocation, followed with 
one titled “Does Entrance Guarantee 
Success?” and then offers some chap- 
ters on “Appraising Yourself.” It then 
advances into the selling process and 


ends, in the first volume, with “The 
Agent’s Plans.” 

Chapter I of Volume II is titled 
“Your Client’s Financial Problems.” 


The minutiae of interviewing and sell- 
ing are set forth in the second volume. 

The two volumes are very legibly 
printed on soft paper, are of handy 
pocket size, and Volume II concludes 
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Just Reinsurance 
That's All 
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PRAY YO NER ARTA TSE 


with an elaborate index. 


WHAT’S AHEAD? 


That question is in the mind of 
bitious man. It's in your mind. 

If the answer does rot satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $75,000,000 in 
assets and over $366,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
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writer are read ‘every week 
by thousands of interested 
insurance men—that’s why 


they are result getters. 
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Today’s 
Opportunities 


The Connecticut General ac- 
tively supports its field men. 
It furnishes a correspondence course, a 
standard plan of work and personal in- 
struction for beginners, a traveling school 
for the more advanced, a timely educa- 
tional program for agency meetings, cir- 
cularizing and sales helps adapted to 
special needs—everything a Company can 
do to help agents profit by today’s oppor- 
tunities. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 






























ATTENTION 


The first three words in the Bible are “IN THE 
BEGINNING.” In short, this good old world had 
a beginning; so did every life insurance company; 
but some grew faster than others. 


Our growth has been EXTRAORDINARY. There 
is a reason, to-wit: 

We accept some business on non-medical basis. We 
insure children, ages 6 months to 14 years, non- 
medical basis. 

We insure women. 

Our policies are up to date and salable. 

Our premium rates compare favorably with the 
rates of other Companies. 

Our motto is “Service plus fair and square dealing.” 
Our commissions are liberal. 


Over $56,000,000.00 in force, close of 1927. 


Open territory in Illinois, Indiana, Kentucky, Mis- 
souri, Kansas and Iowa. 


Address all communications to ® 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 
Chicago, Il. 

















HEALTH IMPROVES ‘BUT 
ACCIDENTS INCREASE 


(CONTINUED FROM PAGE 6) 

and the deaths are concentrated particu- 
larly in the age group between 5 and 
10 years. Here, deaths of children are 
running into the thousands each year. 
These fatalities are due, almost alto- 
gether, to cars’ striking or running over 
the children while at play on the streets 
or while crossing the streets. Here 
the problem differs from that relating 
to adults, many of whom are killed 
while riding in automobiles. If, there- 
fore, child life is to be protected, 
efforts must be centered on one par- 
ticular type of automobile accident. The 
Metropolitan, in a study on this sub- 
ject in 1924 and 1925, found that 2,883 
industrial policyholders were killed in 
those two years while using the streets 
as pedestrians, and that 1,600, or 55 per- 
cent of these, were children; that is, of 
every 20 lives lost incidental to the 
pedestrian use of streets, 11 were lives 
of children. This study also developed 
that of every 20 children who died in 
this way, 11 were between 5 and 10 
years of age, definitely establishing that 
age as the most dangerous one with re- 
spect to automobile fatalities. 

In commenting on this subject early 
in 1927 in its “Statistical Bulletin,” the 
Metropolitan called attention to the im- 
portant part child welfare agencies could 
play if they were to interest themselves 
in this situation. It would be entirely 
within their province to get behind a 
movement for child safety because “child 
welfare” relates to safety as well as to 
health. In 1927, almost as many lives 
of wage-earners’ children were lost in 
automobile accidents as from measles, 
scarlet fever and whooping cough com- 
bined. 


Non-Fatal Accidents Reach Million 


The Metropolitan Life has estimated 
that approximately 25,000 persons lost 
their lives in the United States in 1927 
through the use of the automobile, of 
whom nearly 10,000 were children under 
15. It is probable that non-fatal in- 
juries were in excess of 1,000,000. 

Local organizations of the national as- 
sociations and societies representing the 
insurance agents of the country could 
also perform valuable service in stimu- 
lating the study and prevention of acci- 
dents on the streets. An important part 
of the program of effective service for 
the insured, advocated by the national 
organizations of insurance men, is the 
encouragement of public and private ac- 
tivity for risk prevention. The insur- 
ance man who is convinced of the im- 
portance of accident prevention can do 
much to crystallize sentiment in his lo- 
cality for effective community effort 
against the rising tide of injury and 
death on the streets and highways of 
his city. 

Life Company Claims High 


Automobile fatalities are responsible 
for a heavy volume of death claim dis- 
bursements by life insurance companies. 
In 1927 the Metropolitan alone disbursed 
$2,581,330 on account of deaths from 
this cause. This was more than one- 
fourth of the sum paid out for all acci- 
dental deaths and more than 2% percent 
of that paid out on account of all 
causes of death. How this item has 
grown is shown by the fact that in 1920 
the sum disbursed for automobile fatali- 
ties was $580,000, or less than one-fourth 
the amount of such claims in 1927. 

The automobile accident record of the 
opening months of 1928 is bad. Follow- 
ing the 1927 record, with its 25,000 au- 
tomobile accident deaths in the United 
States, the highest figure ever recorded 
for any year, there were registered in 
January and February, 1928, the un- 
precedented death rates for those months 
of 16.1 and 15.8 per 100,000 respectively. 
These figures have never been even ap- 
proached in any previous January or 
February. To March 3, 1928, the auto- 
mobile death rate was 15.2 per 100,000 
among Metropolitan policyholders, as 





compared with 13.6 in the same period 
of 1927. 

Automobile accidental death claims 
paid by the Connecticut General Life in 
1927 under accident policies and the dov- 
Lle indemnity provision of the life con- 
tracts showed an increase of 100 percent 
in amount paid. Half of the death 
among these policyholders were due to 
collisions of automobiles with trains, 
other automobiles and inanimate objects 
Others were due to automobile-pedes- 
trian accidents, skidding, mechanica! 
failure or errors in human judgment 

“Statisticians tell us,” commented Sec. 
retary F. B. Wilde, “that there ar: 
now over 20,000,000 automobiles ir 
America alone and that more than 
1,000,000 automobile accidents occur 
throughout the country every year. N; 
other form of accident is so common, « 
expensive, so featured in the publi 
press or so present in public conscious. 
ness.” 


REPORT IS MADE ON 
CONTINENTAL’ LIFE 


(CONTINUED FROM PAGE 6) 
have been purchased in a more consery- 
ative and proper way. 

International Life Agreement 


The report states that just prior te 
Sept. 30 last, a certificate of deposit for 
$400,000 was withdrawn from the Mis- 
souri department and mortgage loans 
for $306,450 purchased from th 
Toombs-Daly Company of Chicago. An 
agreement was entered into at the time 
of the purchase that these loans would 
be purchased from the Continental Lite 
by the International Life, on or before 
Nov. 1, last. The report says that the 
International Life has not carried out 
its agreement to purchase these loans. 

During the latter part of September 
the Continental Life sold all its com- 
mercial accident and health business in 
the four western states and Pacific coast 
to the Washington-Fidelity-National oi 
Chicago, 

Newspaper Policies 


The report says that the company has 
been fair in the adjustment of its claims 
and prompt in payment. A large nun- 
ber of rejected files in the accident and 
health department were checked and 
in most cases the report says the 
grounds for rejection seem to be good. 
The Detroit “Free Press,” Philadelphia 
“Sun” and Chicago “Herald & Exan- 
iner” have contracts to furnish their 
readers a limited policy at a nomina! 
cost. These newspapers can, under their 
contract, draw a draft on the company 
up to $150. Other newspapers that us¢ 
these policies are allowed to adjust 
claims and issue drafts up to $50. This. 
in the opinion of the examiners, is liable 
to work against the best interests ©! 
the company. The report said it 
purely an advertising and _ circulation 
boosting proposition with a newspaper? 
and the more liberal it is in the settle- 
ment of the claims the greater results 
in the circulation department. 


Active on Dividends 


The report states that at the com- 
mencement of this examination last 5ep- 
tember the accident and health claim 
department was in a state of chaos. 
Then a card index system was installed 
with the result that it is now no troU- 
ble whatever to locate files or obtain any 
other information desired. 

In February, 1927, the directors au 
thorized continuance of the old_policy- 
holders dividend scale up to Mar. 
1928. In August the company author- 
ized a reduction in the scale, all div 
dends on annual dividend policies to be 
reduced $1 per $1,000, except where ths 
reduction gives a dividend of less than 
$2. In that case the company was * 
compute the dividend 10 percent less 
than the 1926 scale. : : 
contributed to surplus and that item » 


Contribution to Surplus 


The report said that $250,000 has been 
contributed to surplus and that item } 
$88,932. The examiners say that this 35 
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inadequate when consideration is given 
to slow assets, high loss ratio in accident 
and health business and the fact that 25 
percent of the mortality profits on the 
life business are pledged to the repay- 
ment of the $250,000 contributed sur- 
plus. The mortality ratio last year was 
55.08. The net rate of interest earned 
was 4.7 percent. The accident and 
health loss ratio was 94.5 percent. The 
report said that the company showed a 
small increase in its total of insurance 
in force, the rate of interest earned is 
somewhat low and owing to the high 
accident and health loss ratio, and the 
expense, a revision is necessary in the 
method of handling this department and 
getting it on a paying basis. 

On Oct. 1, 1925 the company made a 
contract with George L. Baker & Co., 
of Dayton, O., to sell travel and pedes- 
trian accident policies to newspapers, 
magazines, firms and welfare associa- 
tions. Before the conclusion of the ex- 
amination, the contract with Baker & 
Co., was terminated. The contract pro- 
vides that Baker & Co., should be en- 
titled to one-half of the net earned 
profits on all business written or re- 
newed under the publisher club con- 
tracts secured by the firm for six years 
‘ter the contract has been terminated. 


Indemnities Are Reduced 


The company’s experience on accident 
and health shows loss ratio 94.5 percent, 
expense 34.03 percent, or a total cost 
of 128.53 percent. The company is re- 
vising its newspaper policies and re- 
jucing certain of the indemnities to be 
paid. Their estimated reduction is ap- 
proximately 30 percent. This reduction 
ff indemnity does not become effective 
mm Outstanding policies until their re- 
newal date so that only about one-half 
the reduction will apply on the business 
§ 1928, which would leave a total cost 
of 113 percent during the present year. 
During 1929, when the benefits of the 
ull reduction are expected, there would 
still remain a cost of approximately 96 
yercent. The report states that “it may 
clearly seen that only the future 
can tell whether the present reductions 
will be sufficient to ultimately render 
the accident department profitable, in 
view of the changes and when consider- 
ution is given to the constantly increas- 
ng loss ratio,” 

[he company sent a letter to the de- 
partment after the report was submitted 
stating that the stockholders were given 
until March 1 to make their subscrip- 
tions to the new stock. Arrangements 
ave been made by the directors to take 
care of any amount not directly sub- 
scribed. The letter states that the meet- 
ngs of the executive committee during 
the period mentioned were not formally 
recorded in one place, but the loans were 
ormally approved. 

The letter says that the story of the 
contribution to surplus is scarcely com- 
ilete without reference to the fact that 
these mortality certificates are being re- 
tired by the capital stock issue. The 
lepartment criticised the large balance 
1 the Grand National Bank. The offi- 
‘ers in view of all circumstances felt 
that a balance of $200,000 was necessary 

meet all demands. During the sum- 
ner the company was negotiating for 
the sale of its newspaper business. It 
might have been necessary at that time 
‘0 turn over the unearned premium re- 
erve of $400,000. The amount of out- 
tanding claims was running up and 
the directors felt that there should be 

wficient ballast on hand. 

The letter states that more than 80 
%rcent of the newspaper contracts out- 
tanding have been changed. The com- 
any is making a special effort to handle 
‘s claims promptly and effectively. The 
‘ancellation of the Baker contract will 

timinate a charge of 22 percent, which 
will change the total cost from 113 per- 
ent as mentioned to 91 percent. 


MANY AGENTS ATTEND 
TRI-STATE CONFERENCE 


(CONTINUED FROM PAGE 5) 
well for the National Convention in De- 
‘ot, of which Mr. Owen has been made 








Mr. 


chairman. Borden spoke on busi- 
ness insurance, and gave an excellent 
discussion of the need and opportunity 
for it, both in small and large cases. Mr. 
Ray closed the morning session with an- 
other inspirational address on the quali- 
fications for success in the life insurance 
business. Mr. Ray spoke particularly of 
the average man, saying that the man 
earning $100,000 is not the average. 


Woman Gives Talk 


Miss Sara L. Miller of Atlantic City, a 
poe representative of the New York 

Life, and president of the Atlantic City 
Association, also spoke at the morning 
session, on “Women as Life Under- 
writers.” Miss Miller made a very in- 
teresting talk, drawing an analogy be- 
tween the agent and an automobile. 


Speeches on Conservation 


The afternoon session, devoted largely 
to the conservation of life estates, in- 
cluded M. Albert Linton, president of the 
Provident Mutual Life, j. N. Blake, gen- 
eral agent in Philadelphia for the Massa- 
chusetts Mutual Life, and Doctor S. S. 
Huebner, of the University of Pennsyl- 
vania. Mr. Linton spoke on income in- 
surance and its importance to the life 
underwriter, stressing its value as an ap- 
proach to all cases. He compared the 
optional settlements of the life policy and 
the life insurance trust. Mr. Blake gave 
a talk on an active agent’s actions and 
attributes. Dr. Huebner, who has just 
returned from a trip in the Orient, spoke 
on creative life insurance from the stand- 
point of the premium payer. He spoke 
of the conservation of savings through a 
sound investment and the conservation 
of the working life. Dr. Huebner also 
spoke of his recent tour in the Orient, 
saying that the Japanese are even ahead 
of Americans in the life insurance de- 
velopment, inasmuch as they have learned 
the true value ef endowment life insur- 
ance and feature it. 


Have Life Trust Forum 


The speakers at the life trust forum on 
the first evening were Robert Dechert, 
vice-president of the Penn Mutual Life, 
who spoke on the essentials of the life 
insurance trust deed, and W. Herrick 
Brown, assistant vice-president of the 
Old Colony Trust Company of Boston, 
who spoke on the desirability of the life 
insurance trust in handling estate needs. 
The film “Vanishing Fortunes,” recently 
put out by the Phoenix Mutual Life, was 
shown at the evening session and also 
at the afternoon session on the second 
day. 

The banquet which closed the sales 
congress Friday evening, was presided 
over by Niels M. Olsen, president of the 
Philadelphia Association. Julian S. My- 
rick, of New York, president of the Na- 
tional Association of Life Underwriters, 
was toast-master. William B. Stout, of 
the Stout Metal Airplane Company of 
Detroit, spoke on “When We All Fly,” 
and Josh Lee, professor of public speak- 
ing at the University of Oklahoma, spoke 
on “The Patriotism of Peace.” Mr. Stout, 
who is one of the pioneers in air trans- 
portation, believes firmly in its safety, 
saying that experience has shown com- 
mercial flights safer than automobiling. 
There are 25,000 miles of air line oper- 
ated daily without an accident. 


Present Trophy Cups 


At the banquet, the cups for the ex- 
hibits were presented. The trophy cup 
for insurance companies or their repre- 
sentatives went to Mellor & Allen, but 
was declined because Mr. Mellor was 
chairman of the congress. It was then 


tendered to E., J. Berlet, who also refused | 


it because he was director of the exhibit. 
It was then awarded to the Provident 
Mutual, with honorable mention for the 
Sun Life of Canada. The bank exhibit 
cup was awarded to the Provident Trust 
Company and the insurance publication 
cup went to the Diamond Life Bulletins. 
This “American Mutuality Exhibit” was 
the first of its kind and a huge success. 
The large convention hall offered a rich 
abundance of the best of publicity ma- 
terial and the convention visitors profited 
by the display. 




















SUMMARY OF 1927 
FINANCIAL REPORT 


RR 0 bd cued edepeséasedenae $136,730,299.00 
Gain in Insurance in Force................. 11,375,494.00 
Ns no denctcaeesndeseans 28,512,358.00 
BE EE eicdinans iene cccmoondsuetnanee 20,185,583.22 
Net Surplus and Contingent Reserves...... 947,832.15 
Total Payments Made to Policyholders Since 

See aseeswsse eecces eccocecee 12,293,520.04 
Se I Peak b nde cecnecencccces 5,895, 560.29 
Number of Policies in Force............... 76,000.00 
Ratio of Actual to Expected Mortality...... 43.9% 
Ratio of New Business to Insurance in 

i al aa al a ig alae a a hate 22.6% 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
CHICAGO, ILLINOIS 
cAs Faithful as OLD FAITHFUL” 








Carl A. Peterson, Vice President 
































The Reason 


will interest youif....... 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing assets and insurance-in- 
force nearly ten fold in ten years. 


i | 
in 
ten years 


10 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


ae 


TERRITORY OPEN 

In Ohio, Michigan, Dis- 
trict of Columbia, West 
Virginia, a. Ala- 
boma and Low 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I. A. MORRISSETT, 
Vice President 
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Insurance Men! Danger Ahead! 


THE most ominous cloud that has 
sailed over the insurance skies for many 
a moon is the movement inaugurated by 
the BaNnK or ITALy and its subsidiaries 
to extend that powerful organization 
into the insurance business. The BANK 
or Iraty is the fourth largest bank in 
the country. The Bancitaty Cor- 
PORATION owns stock in banks all over 
the country. It recently purchased the 
BANK or America in New York and a 
big bank in Los Angeles. The BANnk 
or Iraty is definitely committed to an 
insurance program of eliminating agents 
and dealing direct with the assured. 
General Counsel Ferrari of the bank in 
an interview with Rocer B. Hutt, man- 
aging director of the NATIONAL LIFE 
UNDERWRITERS ASSOCIATION, in San Fran- 
cisco, was very candid in explaining the 
policy of the bank, stating that it de- 
sired to become a department store 
financial institution, able to render all 
kinds of financial service which would 
include insurance. 

Some controversies have been brought 
up in the past between insurance agents 
and companies as to bank representa- 
tion but these issues were purely local. 
They involved the representation of a 
company in some local bank. The Bank 
oF IraLy, however, in its program offers 
an entirely different problem for not 
only insurance agents but insurance 
companies. Because of its vast power 


No Reflection on Life Insurance 


In a recent issue some observations 
were made on the weak state supervision 
in some commonwealths whereby shaky 
companies were allowed to continue until 
their substance was all gone and they 
went in the hands ‘of a receiver. This 
editorial of course referred primarily to 
fire and casualty companies. The legal 
reserve life insurance failures have been 
few and far between. All policyholders 


Abuse of Telegraph Privilege 


INSURANCE companies and in fact agen- 
cies of all kinds feel that the time has 
come when stricter economy must be 
observed. There are a thousand and 


one leaks up and down the line that 
should be stopped. People in spending 
other folks money often do not observe 
the care that should be brought into 
play. For instance, many times these 
days especially when a telegram can be 
sent collect, people are in the habit of 


throughout California and now through- 
out the entire country, if it is successful 
in carrying out its insurance plan other 
banks naturally must compete with it. 
If the banks in general therefore enter 
the insurance field and are successful in 
prosecuting the marketing of insurance, 
it will mean the death knell of the 
American agency system and will in- 
volve insurance companies to that ex; 
tent where they are no longer free. 

The banks will dominate the insurance 
companies. The insurance companies 
must do their bidding. The banks will 
control the business and the solicitors. 
They will be able to dictate just how 
claims must be paid and how assureds 
must be treated. 

Let not company officials rest supinely 
and comfortably on their bed thinking 
that the BANK oF ITALY project involves 
only men in the field. The very struc- 
ture of insurance itself, fire, life and cas- 


ualty, is invoived in this important 
movement. Every organized body of in- 
surance should engage in the fight 


against the BANK oF ITALY in this move- 
ment to destroy the present insurance 
system in this country. Insurance men 
should be aroused to the danger of this 
tremendous financial power entering in- 
surance and competing with agents and 
companies. The danger is here. Insur- 
ance organizations should not be asleep 
at this critical moment, 


with few exceptions have been taken over 
by some other company. While undoubt- 
edly the state insurance departments need 
to be exacting in their life insurance 
supervision especially where companies 
are running on small margins and are 
careless in their management, the. busi- 
ness is to be congratulated that there 
have been so few actual legal reserve 
failures. 


using the wire when a two cent stamp 
could well serve the same purpose. 
Often a telegram is eminently desirable 
There should never be a hesitancy to 
spend money where speedy delivery is 
necessary. We refer however to the 
multitude of telegrams that are sent 
where a letter would answer the same 
purpose and would cost much less. This 
affords an opportunity to stop at least 


working out of the Oklahoma City offite. 














Benjamin Kurtz Miller of Milwaukee, 
a trustee of the Northwestern Mutual Life 
since 1898, died Saturday. He was also 
a member of the finance committee of the 
company from 1899 to 1907 and the ex- 
ecutive committee of the trustees from 
1904 to 1907. 

Mr. Miller, who was 70 years old, was 
one of the best known attorneys in that 
section of the country, an extensive trav- 
eler and big game hunter. He was coun- 
sel and attorney in many insurance cases 
and was active in inheritance tax liti- 
gation when it first started to interest 
life underwriters. 

W. H. Grant, for many years state 
agent for the New York Life in Minne- 
apolis, is dead at the age of 70. Mr. 
Grant retired from the banking busi- 
ness in 1893 to go with the New York 
Life. 


Louis I. Atwood of the life depart- 
ment of the Aetna Life at the home 
office was killed last week when his car 
was struck by a train. He had been 
with the life department for many years 
and was widely traveled both in this 
country and abroad. 





Mrs. Marie Sheafor Lake has been | 
elected secretary of the Cosmopolitan 
Life of Topeka to succeed Herbert W. 
Jordan, resigned. Mrs. Lake has been 
with the company since its organization 
as assistant to the president. 


Frank K. Kohler, superintendent of 
agents of the Manhattan Life, was in 
Chicago last week, making one of a 
number of stops on a flying trip through 
the middle western field. He also vis- 
ited Cincinnati, Kansas City, Dallas and 
other cities before returning to New 
York. He is widely known in the life 
insurance business. 


Haley Fiske, president of the Metropol- 
‘itan Life, celebrated his 76th birthday 
Sunday, with a gathering of the family. 
including five children and seven grand- 
children. The only member of the family 
not present was A. F. C. Fiske, vice-presi- 
dent of the company, who is on a western 
business trip. In addition, Frederick H. 
Ecker, first vice-president of the Metro- 
politan, and Dr. Augustus Knight were 
guests at the birthday celebration. Flow- 
ers filled the apartment and telegrams 
were received from all parts of the coun- 
try. To test the weight of 76 years, Mr. 
Fiske was examined by the company 
physicians on the previous day and found 
to be without a flaw. 


T. D, Blair, agency manager for the 
Pilot Life of Greensboro, N. C., is ama- 
teur golf champion of the two Carolinas. 


John B. Cary of the Diggs & Cary 
general agency of the Penn Mutual at 
Richmond, Va., is feeling quite proud as 
a result of having made a hole-in-one 
on the links of the Country Club of 
Virginia the other day. He entered the 
charmed circle when he used a spoon 
for the tee shot at the 206-yard third 
hole, the ball landing close to the pin 
and rolling into the cup. 

A record of writing 103 policies in one 
month was set recently by Coy Harlan, 
special agent for the Connecticut Life, 


This figure shattered the standing record 
of his company formerly held by B. L. 
Hollis of Atlanta, Ga., with 102 policies 
in 30 days to his credit. 


C. Lanphier of Springfield, Iil., 
the —_ known local agent who is head 
of the agency of Lanphier & Co., was 
recently elected president of the Illi- 
nois Insurance Federation. He has been 
in the local business for about 28 years. 





one leak in insurance, 








Mr. Lanphier has been prominent in in- 


| a $10,000 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 






JOHN C. LANPHIER 


President Illinois Insurance Federation 


surance organization work and _ias 
taken an active part in the Federation 
He will endeavor to increase the mer- 
bership during his administration. 
C. H. Simpkins, one of the Lincoln 
agency producers of the Bankers Life of 
Nebraska, has given notice that he will 
accompany his wife on no more shop- 
ping tours. Recently he vielded to her 
persuasiveness and abandoned work for 
a few hours. When he showed up later 


| at the home office he discovered that a 


friend of his had been asking for him 
and was anxious to have him write up 
policy. As the friend was 
that atternoon leaving on a long voy- 


| age, he could not wait till Mr. Simpson 


could be found, and had the home office 
take his application. Telephonic search 
for him had been made at all places 
where he usually could be found, but 
nobody thought to call the hat shops. 
Mr. Simpkins says shopping tours with 


| the wife are too expensive luxuries for 


him. 


Frank H. Davis, agency vice-president 


| of the Equitable Life of New York, re 


turned to his office in New York this 
week after an extended western trip. Mr. 
Davis, in addition to attending to agency 
duties in the west on this trip, was pres- 
ent at the festivities of the Klingman 
agency at Minneapolis, celebrating its 
February record, spoke before the Den- 
ver Sales Congress and concluded the ar- 
rangements for the new lineup in the 
Chicago branch. Mr. Davis will shortly 
make another western trip, as he will 
frequently in the future under the new 
plans for handling the Chicago territory. 
He will become a “commuter” betwee? 
New York and Chicago, visiting the 
western metropolis about once a month 
to keep in touch with the activities 
that field. 


Vice-President Henry Abels of the 
Franklin Life has been honored by the 
American Arbitration Association ™ 
being appointed to a position on the na 
tional panel of arbitrators. This associa 
tion was instituted to decide business 
controversies without having to appeal te 
the regular courts. These arbitrators are 
called in on controversies and thus much 
expense is saved and time is conse rved. 


The engagement of Miss Geraldine 
Rohan, daughter of Dr. and Mrs 
Rohan of St. Louis to W. F. Grantge, 
first vice-president and general manage 
of the International Life, was announce 
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Sunday. The date for the wedding has 
not been set. 










Arthur F. Hall of Fort Wayne, Ind., 
president of the Lincoln Life, has been 
made president of the Allen county 
chapter of the Indiana Hoover for Presi- 
dent club. 










F. Stallings, president and founder 
ot the Lincoln Reserve of Birmingham, 
Ala., died suddenly Sunday at the age ot 
74. Mr. Stallings was prominent in Ala- 
bama. He had served in Congress for 12 
years and was widely known as a law- 
yer. He was born in Greenville and it 
was from there he served in Congress, 
afterwards removing to Birmingham. 
Of late years he has devoted his entire 
time to the Lincoln Reserve. 

The Lincoln Reserve was organized 
in 1912 and has had a steady growth. It 
now has $13,000,000 in force and $1,750,- 
000 of assets. 
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NEW AGENCY AT PITTSBURGH 






Penn Mutual Life Appoints Holgar J. 
Johnson, Now Assistant Superin- 
tendent of Connecticut Mutual 










Vice-president Hart of the Penn Mu- 
tual announces the appointment of Hol- 
gar J]. Johnson as general agent at Pitts- 
burgh. The company will thus have two 
general agents in that important center, 
James C. Biggert, one of the company’s 
veteran representatives, continuing as a 
general agent. 

Mr. Johnson is at present assistant 
superintendent of agencies of the Con- 
necticut Mutual. He graduated from the 
University of Pittsburgh in 1922. 

Mr. Johnson’s life insurance experi- 
ence has been gained with the Connecti- 
cut Mutual. He entered the Hemingway 
agency in Pittsburgh in 1922, with the 
distinct purpose of eventually reaching 
the organization side of the business, 
After a few months as a personal pro- 
ducer he was appointed agency super- 
visor. He served four years, and trained 
and supervised a large number of men. 
During this period he taught in the Uni- 
versity of Pittsburgh Life Insurance 
School, now known as the Rockwell 
School, lectured before the Y. M. C. A. 
School, and was a frequent speaker 
throughout western Pennsylvania on life 
insurance subjects. He has served as 
vice-president of the Pittsburgh Life Un- 
derwriters Association and as a member 
of its board. He has participated in sev- 
eral sales congresses. 

Mr. Johnson went to the home office of 
the Connecticut Mutual in 1926 as agency 
assistant. In 1927 he was appointed as- 
sistant superintendent of agencies, and in 
this position he has been interested 
chiefly in agency development through 
organization, 












A. M. Sogn 


_ A. M. Sogn of Vienna, S. D., has 
been appointed state agent for South 
Dakota for the Central Life of Iowa, 
to fill a vacancy caused by the recent 
death of W. A. Erckenbrack of Water- 
town. Mr. Sogn will transact business 
from his office at Vienna for a time but 


later wil! change his location to Water- 
town, 


T. D. Thomason, C. O. Henderson 


The Northern Life of Seattle has ap- 
Pointed Thomas D. Thomason as man- 
ager in San Francisco and C. O. Hen- 


derson of Denver manager of the Colo- 
tado district. 


W. E. Mahone, C. J. Parchman 


The Merchants Life of Iowa is or- 
malting for intensive action in all of 
le leading cities in Texas, appointing 
tonio, - Mahone general agent in San An- 
. and giving C. J. Parchman a simi- 
T position in Fort Worth. Mr. Mahone 
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Abraham Lincoln once wrote: 
. for every dollar you get 
for , oureelf I will give you yet 
another dollar 


In this, a sentence from a let- 
ter Lincoln wrote to his step- 
brother in 1851, the great 
Emancipator speaks once again 
for thrift and thriftiness. The 
weight of his counsel and ex- 
ample was always placed be- 
hind the provident and self-re- 
specting, the home protecting. 


A Lincoln-like spirit in these re- 
gards is widely to be found in 
America today, with the addi- 
tional advantage that the ways 
and means of thrift are easier 
than then, and they open at a 
gentler touch—almost at a wish. 


Today a man may save and deposit 
a dollar, and he, too, will find it pos- 
sible to get “yet another dollar” 
with it in due time. In addition, 
should misfortune beckon, both 
dollars may be immediately avail- 
able to his beneficiaries or estate. 


Life insurance presents count- 
less living examples of thrifty 
ways; it uses active and evan- 
gelistic energy in spreading the 
gospel of saving and protec- 
tion. Life insurance aims not 
only to “sell” these ideals, but 
to keep them “sold.” Conser- 
vation and lapse prevention 
become topics as important as 
first writing of insurance, be- 
cause the protection of the 
home must be constant and 
unsleeping. 


The Lincoln National Life In- 
surance Company has estab- 
lished for itself a reputation 
for aggressiveness in both 
these important regards — the 
persuasion of men and women 
to armor themselves with ade- 
quate insurance, and the urg- 
ing that this armor be never 
lightly thrown aside. The pro- 
gressive and virile sales poli- 
cies of The Lincoln Life are 
widely known. Not as well 
known, but equally as impor- 
tant to it, is its conservation 
attitude. Listen to the words 
of one of the nation’s recog- 
nized leading insurance tech- 
nicians, its Vice President: 





‘Persistency of life insurance 
protection depends to a great 
extent upon agents of quality, 
who constantly keep in mind the 
welfare of their policy holders, 
and who become their confidants 
and insurance advisors.” 


Franklin M. Mead, 
"ice President 
The Lincoln National Life 

Insurance Company 
Lincoln National field men hold 
themselves to be more than 
mere salesmen, more than mere 
missionaries of insurance. They 
hold themselves counselors and 
advisors and friends of their 
clients, their policyholders. 
They pride themselves in a 
spirit of extra service and un- 
derstanding, and pledge them- 
selves as well to the work of 
stabilizing their contracts and 
contacts. 


This spirit and pledge redounds to 


their advantage—it means to them 
new insurance placed with old 
policyholders, new insurance placed 
with acquaintances and friends of 
policyholders, and unusual satisfac- 
tion and pleasure in their work. 
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The beautiful home office build- 
ing of their company houses a 
staff of trained assistants who 
help them do this service work. 
Upmost in the mind of all those 
staff members is the giving of 
such service to policyholders 
that is and always will be the 
strength and the price of Lin- 
coln Life fieldmen. 


This attitude, added to the many 
other features of strength of 
their company, fortifies them in 
their efforts. The strength of 
Lincoln National is as the 
strength of steel—the continuous 
management from the start, the 
safeguarding of reserves under 
the strict Indiana laws, and many 
another point. Here is one of 


them: 
growth in assets. The Lin- 


coln National Life Insur- 


ance Company has marched stead- 


One test of strength of an 
institution is its consistent 


ily forward through the years, with 
each one adding substantially to its 
assets until at the close of 1927 as 
sets had grown from a few hun- 
dred thousand at the beginning to 
more than forty-three millions ot 
dollars. For five years just past 
they have grown more than five 
millions a year. It is a pleasure to 
watch the beautifully advancing ar- 
rays of admitted assets of this 
strong company. 

The field men of The Lincoln Na- 
tional Life Insurance Company or- 
ganize themselves into honor clubs 
according to their production of 
PERSISTENT business. Mere large 
volume is not enough with them. 
Conservation of their business is as 
important as the getting of new 
business in winning these honor 
club memberships. A million dollar 
producer with a bad lapse record 
would be unable to gain admittance 
to the Emancipators, and other Lin- 
coln Life honor clubs, no matter 
how loudly he knocked at the door! 
At the conventions of the agents the 
men with low lapse records and high 
persistency are honored with the same 
acclaim as are popular big producers. 
One of the greatest general agencies 
of the company holds up to shame in 
its bulletin the agents with a bad rec- 
ord in this regard. Bit LNL men 
have the help of energetic support in 
their ‘Conservation ¥forts, and find it 
really pays them, not only in satisfac- 
tion, but in financial return to them- 
selves. 

LNL men are supported by many 
fine special services, and furnished 
with sharp and well adapted tools. 
Loud are their praises of the famous 
Lincoln National Correspondence 
course, of which so many of the 
company’s strong men are grad- 
uates. 

Lincoln Life men have a range of 
policies to place reaching from the 
cradle to old age. One of its popu- 
lar contracts is called the 23-year 
endowment; it has an interesting 
and long list of selling points, all of 
which LNL men are trained to 
mobilize, 

Just as the range 
of tools and helps 
and policies to sell 
is wide, so is the 
LNL sales territory, reaching 
from Texas through Minne- 
sota, from New Jersey to Cali- 
fornia. Take Pennsylvania for 
instance, where strong Lincoln 
Life Agencies operate. In that 
state a great metropolitan ter- 
ritory will be opened to a 
strong General Agent soon, 
and it is not too late for just 
the right man to secure it. He 
will find a connection with one 
of the most aggressive, pro- 
gressive, friendly and helpful 
insurance companies in the 
world. 


Lincoln 





The Lincoln National Life Insurance Company 


Ft. Wayne, Indiana 


Insurance in Force, more than $520 Millions 
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OUR AGENTS’ WORKING TOOLS 


Policies for Women 
Child’s Educational 


On tree Juvenile Policies 
4 8 6% Guaranteed Income 
Bet |S Life Income : 
an Dae Modified Life 

a oa Double Indemnity 

Hew 9 Disability Income 


5% on Policy Proceeds 
Age Limits: 1 day to 
65 Years 





Openings for agents in the following territory: Ala., Ark., Ariz., 
Cal., Colo., D. C., Fla., Ga, Ky., La., Md., Minn., Miss., Mo., N. C., 
N. J., N. M., Ohio, Okla., P. R., S. C., Tenn., Tex., Va, W. Va., Wyo. 


For additional information, write direct to: 
W. T. O’Donohue, Vice-Pres. and Agency Mgr., Greensboro, N. C. 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, GREENSBORO, 
President North Carolina 


OVER 320 MILLIONS IN FORCE 
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How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street” remark that he is “in the life insurance 
game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


AND it surely is a game if all you have is a rate 
book. 


BUT add to it a generous quantity of A®tna sales 
helps and Whatley codperation and you have a 
life insurance business—a good business. 


ANY one of our men will tell you that the business 
idea has much — endurance and is a lot 
more enjoyable a short-winded frolic. 


T. W HAT LE Y 


General Agent for the 
2a Life Insurance Company 
Hartford Connecticut 


230 S. Clark St. 


S. 


Chicago, IIl. 

















has been in the banking and real estate 
business for many years and has a large 
acquaintance in that state. Mr. Parch- 
man is also an experienced banker, a 
capable credit man and a competent in- 
surance salesman. He has a large ac- 
quaintance throughout Texas, having 
just completed his fourth year as special 
agent for the state banking department. 





Sioux City Men Advanced 


C. W. Cottingham, agency manager 
ot the Sioux City district of the Equi- 
table Life of New York, has been pro- 
moted to manager of the Des Moines 
district. Rex Truesdell of the Sioux 
City agency has been made district man- 
ager and Charles Loffel has been pro- 
moted to city manager. 

Mr. Cottingham is a member of the 
executive committee of the Sioux City 
Life Underwriters Association, and has 
been prominent during his 18 months 
there. Mr. Truesdell has been with the 
Equitable for one year, having pre- 
viously been with the Register Life at 
Sioux City. Mr. Loffel has been in 
Sioux City for more than eight years. 





Franklin Life Appointments 
Max G. Kissick has been made man- 
ager of the Dallas, Tex., office of the 
Franklin Life. He succeeds Chauncey 


Merwin, who formerly was genera! 
agent at Dallas. 
Walter N. Piquette has been ap- 


pointed general agent of the Franklin 
Life at Waukegan, Ill.; G. Arthur 
Smallidge, general agent at Lansing, 
Mich., and Frank C. Reading, genera: 
agent at Columbus, O. 





W. L. Boyce 


William L. Boyce, who has been super- 
intendent of agents for the Equitable Life 
of New York in St. Paul, has been ap- 
pointed district agent at Syracuse, N. Y. 
Mr. Boyce started his insurance career 
as representative of the Mutual Benefit 
Life at Fargo, N. D., later being made 
district manager for the Equitable at that 
point. He went to St. Paul two years 
ago to join the W. W. Klingmar agency. 


Bank Savings Life 


The Bank Savings Life announces the 
appointment of these important general 
agencies: 

Harry W. Ramsey is general agent at 
St. Louis, operating in St. Louis and 
part of Missouri. Mr. Ramsey is mak- 
ing rapid progress in rounding out an 
organization. While the appointment 
is quite recent the agency is already 
producing at the rate of $100,000 per 
month. 

At Cincinnati, Ohio, the Edward W. 
Woodward Company, a prominent real 
estate firm, is now developing a life in- 
surance department and has a general 
agency for the Bank Savings for Cin- 
cinnati and adjoining territory. 

Samuel Albea, for several years an 
agency supervisor for the Reliance Life, 
has been appointed General Agent for 
the Bank Savings at Wichita, Kans. He 
will cover Wichita and several nearby 
towns. 





‘.H. P. McTernan 


Hugh P. McTernan of Kansas City, 
Mo., manager of the McTernan-Haner 
Company, a general line agency, has 
been made district agent for Kansas City 
and vicinity for the Sun Life of Canada. 
Mr. McTernan will continue to handle 
what general lines he now has but will 
specialize from now on in life insurance. 
He has moved his offices to 810 Wald- 
heim building. 

Mr. McTernan was formerly a pa+tner 
in the Van Horn-McTernan agency there, 
and previous to that was with the 
Travelers, specializing in life insurance 
while with tie Travelers. 





A. C. Utter 


The firm of Utter & Thompson, De- 
troit general agents for the New England 
Mutual Life, has been dissolved and the 
general agency continues with A. C. 











1 . 
resigned. 


Utter. The firm has been in operation 
24 years, but Mr. Thompson asked to be 
relieved of managerial duties, to devote 
his time to persona’ production. He has 
opened an independent office with his 
son. 


C. W. Scott 


C. W. Scott has been appointed agency 
organizer in Washington, British Co- 
lumbia and Alaska by Manager W. A. 
M. Smith of the Seattle office of the 
Mutual Life of New York. 





E. J. Bergquist, G. P. Reeves 


E. J. Bergquist, who has been district 
manager for the Mutual Life of New 
York at Sheldon, Ia., has been trans- 
ferred to Des Moines as agency field or- 
ganizer, with 50 counties as his terri- 
tory. George P. Reeves succeeds him 
at Sheldon. 





John S. Baima 


John S. Baima has been appointed 
manager of the ordinary department of 
the American National Life in Chicago. 
He succeeds C. E. Lindemann, who has 
Mr. Baime for the last sev- 
eral years has managed the company’s 
sub-office at 4938 Irving Park boulevard. 
This office now has been consolidated 
with the downtown office. 





Walter H. Baker 


Walter H. Baker has been appointed 
general agent for the Volunteer State 
Life in the Nashville, Tenn., district. 
He is an experienced life man who is 
well known in Tennessee. 





T. A. Parrott 


T. A. Parrott has been made dis- 
trict manager for the National Life of 
Vermont at Waterloo, Ia. He has been 
connected with the Commercial National 
Bark of Waterloo the past two years. 





Hugh L. Siegel 


Hugh L. Siegel has been appointed 
associate general agent of the Union 
Central Life at St. Louis. Frank M. See 
is St. Louis manager for the company. 


George H. Hoyes 


George H. Hoyes, Topeka, Kan., has 
sold his partnership in his paint and 
glass company and has become associ- 
ated with J. W. F. Hughes, Kansas man- 
ager of the Illinois Life. Mr. Hoyes is 
prominent in civic work and is known 
throughout Kansas as a public speaker. 








Berne Hayes 


Berne Hayes has been appointed su- 
perintendent of agencies of the Peoples 
Life of Indiana. Mr. Hayes formerly 
lived in St. Louis and has made a splen- 
did record in organization work. He 
with Joseph C. Lockwood, who has been 
supervisor for the company for the last 
10 years, will have direct charge of or- 
gonization and educational work in In- 
diana. 





J. J. Davis 


J. J. Davis has been appointed manager 
for central Indiana of the Fidelity Mutual 
Life. 





W. J. Mortland 


W. J. Mortland has been appointed 
manager of the Fidelity Mutual Life at 
Fresno, Cal., with offices in the Mattet 
building. 


Penn Mutual Adds to Building 


When the Penn Mutual Life built its 
home office building some years ago, 1 
though it would have ample room for 
many years to come. It had no idea 
business would increase as it has. Now 
it finds that it needs more room. So 't 
will build an additional story to ts 
building. The proposed work will cost 
$78,000 and will conform to the general 
lines of architecture of the building. 
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SETTLEMENT CAUSES TROUBLE } 


Court Holds Oral Assignment of Por- 
tion of Policy Can Be Collected 
From Proceeds 


LANSING, MICH., March 22.—De- 
spite reservation in a policy of the right 
of the assured to change the beneficiary 
in the contract it is not always per- 
missible for him to do so, according to 
a recent decision of the Michigan Su- 
preme Court. The only exception made 
in the case considered, however, has its 
basis in the established fact that the 
assured orally assigned at least a por- 
tion of the policy’s face value before he 
made his last change in beneficiary. The 
court, therefore, holds that, although the 
beneficiary named in the contract, is en- 
titled to the residue, if there be any, 
the assignee can collect out of the pro- 
ceeds of the policy for the amounts es- 
tablished as having been pledged by the 
assured, 

Granted Full Amount 

The case in which the decision has 
just been announced is that of the De- 
troit Life vs. Cleo Linsemeir, Nora E. 
Ream, and Garold W. Hartline. Only 
Mrs. Linsemeir appealed, Mrs. Ream, 
the assured’s mother, having been 
granted the full amount of the insur- 
ance as the final beneficiary by the trial 
court. Mrs. Linsemeir, a sister of the 
assured, was the previous beneficiary 
named in the policy, succeeding in that 
capacity, Garold Hartline, twin brother 
of the assured, Harold Hartland. 
The sister, it was established at trial, 
sheltered the assured for some time dur- 
ing his long illness with tuberculosis 
and during that time spent considerable 
sums in his behalf. It was established 
fairly definitely that these sums were 
spent and that the afflicted assured had 
orally promised to repay out of the pro- 
ceeds of his insurance. 


Changes Home 


Aiter having been sent to a sana- 
torium through the efforts of the sister, 
however, it appears that Hartline was 
taken home to live with his mother for 
the last two months of his life. While 
there it was established that he made 
efforts to make the mother the bene- 
ficiary but was unable to accomplish 
the change formally because of the fact 
that the sister, who had made some of 
the premium payments, was in posses- 
sion of the policy and refused to sur- 


| 30 years of age. 





ent incumbent, Howard P. Dunham. 
Previously he was for three years as- 
sistant actuary of the Massachusetts de- 
partment. Mr. Corcoran bears the dis- 


| tinction of being one of the youngest 


actuaries in the United States, being but 
While holding member- 
ship on several committees of the Na- 
tional Convention of Insurance Com- 
missioners, Mz. Corcoran is perhaps best 
known in connection with the American 
Men Table of Mortality, which he spon- 
sored before the latest session of the 
Connecticut legislature, which sanctioned 
its permissive use. E ighteen states have 
since taken similar action. 


Seefurth Speaks on Business Insurance 


Nathaniel Seefurth, Chicago, president 
oi the National Tax Service Publishers 


and a specialist in corporation, probate | 


| and tax practice, delivered in New York 


the sixth address in the lecture series 
m1 life insurance trusts sponsored by the 
Equitable Trust Company of New York. 
He confined his discussion to the pur- 
pose and methods of combining the 
trust idea and life insurance as a means 


of financing the purchase of stock in a 


close corporation on the death of a 
stockholder or the purchase of a part- 
nership interest on the death of a part- 
ner. 


Huff Resigns Travelers Post 


Perez F., 
agent of the life department of the Trav- 
elers in New York City. Mr. Huff re- 
liuquished management of his gener ral 
agency Jan. 1, 1927, but retained a gen- 
eral agency contract to handle his per- 
sonal business and that of some of his 
agents. Since then he organized the 
brokerage firm of Huff, Dreyer & Co. 
Recently he opened an office as a broker 
specializing in insurance stocks. 


Probe Insurance Sales to Teachers 


The Ohio department is conducting be- 


| hind closed doors an investigation of the 


render it to the company in order that | 


the change might be made. The su- 
preme court found that the trial judge 
erred in his interpretation of a previous 
decision involving a so-called vested in- 
terest. The assignment having been 
proved, the case was sent back to lower 
court to take proofs of the exact 
amounts owing to the sister which, it 
was decreed, must be paid from the in- 
surance before the beneficiary can col- 
lect. 


Easter Bonnet as Prize 


A $10 Easter bonnet has been put up 
as a prize by Manager Miletus Garner 
of the Youngstown branch of the Ohio 
State Life for the wife of the agent who 
sends in the most applications before 
April 8. Hats seem to be quite the vogue 
as prizes in the Youngstown agency. 
Agent M. J. Lesnak has won two hats, 
P. M. Hodgeman one of the Fred Diflo 
another. 


W. M. Corcoran to Take New Post 


William M. Corcoran will retire about 
May 1 as actuary of the Connecticut 
department to associate with the widely 
‘nown consulting actuarial firm of S. H. 
& L. J. Wolfe of New York City. Mr. 
Corcoran has been with the Connecticut 
department since 1923, serving during 
that period successively under Commis- 
sioners Burton Mansfield and the pres- 








circumstances of the sale of insurance 
to Columbus schdol teachers. The sale 
of insurance is under the direction of the 
Columbus Teachers’ Federation. It is 
said that a former insurance representa- 
tive of the teachers has been relieved of 
his position and another appointed in his 
place. The case, it appears, grows out 
of efforts on the part of some persons to 
transfer the insurance from one company 
to another. Reporters have been barred 
from the hearing, which has developed 
considerable feeling, but it is said that a 
public hearing will be held by the insur- 
ance department, if “developments war- 
rant it.” 


Philadelphia Life Agents Meet 


Philadelphia Life agents from the Vir- 
ginia department are meeting in Wash- 
ington, D. C., this week, March 22-23, for 
their spring conference, headed by 
Supervisor J. K. Spencer, Jr., of Lynch- 
burg, Va. President Clifton Maloney, 
Manager of Agencies A. M. Hopkins and 
Agency Secretary Robert E. Long are 
present from the home office. 


Savings Bank Bill Dropped 


The bill of Merle G. Summers and 
other members of the Boston Life Un- 
derwriters Association, inspired by the 
declaration of the governor that all state 
departments ought to be self supporting 
and yet should not be given appropria- 
tions for service rendered to a special 
class, which would make the savings 
banks writing the state savings bank life 
insurance meet the cost of the plan, has 
been given leave to withdraw by the 
committee on state administration of the 
Massachusetts legislature. Five mem- 
bers of the committee dissented from 
the opinion. 


Beers & DeLong Expanding 


Beers & DeLong, New York general 








Huff has resigned as general | 








Preferred Whole Life Policy 


will be sent to anyone requesting it. 
This policy which has met with 
such instant success since its intro- 
duction on November Ist is issued 
in amounts of not less than $5,000 to 
risks distinctly above the average of 
those entitled to standard insurance. 
This super-standard or preferred 
group is given through a reduced 
cost for their insurance the benefit 
of the fact that they are better risks 


A Specimen Copy 


of our 


than the average. 

Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; 
age 45—$323.90 
Subject to reduction by Dividends 


Ethelbert Ide Low 
President 
256 BROADWAY, NEW YORK CITY 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 





HOME LIFE INSURANCE COMPANY 

















—1927— 


NOTABLE GAIN 


IN ASSETS 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 in 


1927. 


The Company’s exact total of Ad- 
mitted Assets on December 31, 
1927, was $103,615,053.81, which 
was a gain of $12,901,440.60 as 
compared to the total of Ad- 
mitted Assets on December 31, 


1926. 


BANKERS LIFE COMPANY 








Established 1879 


The Onward March Company 
GERARD S. NOLLEN, President 


Des Moines, Iowa 
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OPPORTUNITIES! 


For men who have been successful as per- 
sonal producers or organizers— 


‘ 


For men who want to come with a strong 
growing company— 


For men who want to be General Agents in 
important Southern cities— 


For such men REAL OPPORTUNITIES 
are offered at 
Winston-Salem 
Birmingham Jacksonville 
Mobile Tampa 


Montgomery 


Agency. Department 


Atlantic Life Insurance Co. 
Richmond, Virginia 

















UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


a ped for Educational purposes from Age 1 day to 18 years 
; Double Indemnity clauses, pa double the face of policy in case of accidental 


These and many other new and unique features make 
“The Columbia” attractive to men. 2 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 

















Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 


Priority in its field is not the Company’s claim to a in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business a which 
still prevail. It aims at quality and to be highly honorable in all its deali 


In its relations with policyholders and their representatives THE MUTUAL LIFE 
has an outstanding record. 


Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 
34 NASSAU STREET NEW YORK, N. Y. 

















agents for the Mutual Benefit Life, have 
moved into new and more spacious quar- 
ters in the Transportation building. This 
agency is planning an aggressive program 
for the coming year. In February it 


paid for $2,466,800 as against $2,437,500, | 


a gain of 15 percent over the previous 
vear. 
increase of 50 percent over the January 
total. The agency is conducting schools 
for new men, two having been conducted | 


February this year also showed an | 


so far this year and two more being 
scheduled for the near future, one in 
April and one in May. The prospective 
agents are given an intensive training 
for three weeks and then tested in the 
held for three weeks with close super- 
vision before being definitely taken in 
the organization. Among the other addi- 
tions in the agency is a new monthly 
house organ which carries the agency 
| standings and news of the month. 
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AUDITORIUM OFFERED GRATIS 





Civic, Military, Trade, Social and Ath- 
letic Organizations Hold Meetings 
in Day Agency Hall 





More than a dozen trade, civic, ath- 
letic, military and social organizations 
have availed themselves of the offer to 
use as a meeting place the auditorium 
of the new Darby A. Day general agency 
of the Union Central Life of Chicago. 
Use of this meeting place, which seats 
approximately 225, is offered gratis to 
any organization that wishes to use it 
and will schedule its meeting for a time 
that does not conflict with the regular 
agency meetings of the Day agency 
staff. Every morning of the current 


month the agents attend a brief * ‘pep” 
meeting in the auditorium. 
The auditorium has been made the 


permanent meeting quarters of the foot- 
ball division of the Athletic Officials As- 
sociation. Women’s clubs, American Le- 
gion posts and some other organizations 
are making the hall their regular meet- 
ing place also. 

The plan of permitting free use of the 
auditorium is found to be an excellent 


means of building good will and of mak- | 


ing contacts. 


BAKER NOW HAS MILLION 








J. Walker Godwin of the Penn Mutual | 


Life at Minneapolis Handled 
the Transaction 





That the insurance on the life of Mor- 
ris T. Baker of Minneapolis has recently 
been increased by $500,000, making the 
total of such insurance in favor of the 
Baker Properties, Inc., 
$1,000,000, was announced by J. Walker 
Godwin, general agent of the Penn Mu- 
tual Life, who handled the transaction. 

This makes one of the largest insur- 
ance negotiations in the history of the 
city, and is said to make Mr. Baker the 
youngest man in Minneapolis with busi- 
ness insurance on his life amounting to 
as much as $1,000,000. 

The incident recalls the fact that Min- 
neapolis was the pioneer in insurance 
transactions of this kind. More than 
two decades ago, F. H. Peavey insured 
his life in favor of his business to the 
amount of $1,000,000. This is said to 
be one of the first transactions of this 
kind in the United States. 

Other -prominent Minneapolis citizens 
on whose lives business insurance has 
been paid in amounts as much as §$1,- 
000,000 are the late Thomas L. Shevlin, 
of the Shevlin, Carpenter & Clark: 
Company, and the late W. L. Harris, of 
the New England Furniture & Carpet 
Company. 

The Baker Properties, Inc., the bene- 
ficiaries in this policy, are said to repre- 
sent an investment in Minneapolis reai 
estate of approximately $9,000,000. 

The insurance on the life of Mr. Mor- 
ris T. Baker, while handled by J. Walk« 
Godwin, was distributed in 15 life agen- 
cies. 


Rockwell’s Chicago School Announced 


Dr. Charles J. Rockwell will conduct 
his life insurance sales research school 
in Chicago from June 15 to Aug. 18 this 
year. Announcement to this effect was 
made at the meeting of the Chicago As- 
sociation of Life Underwriters this week. 


now amount to | 


LIFE SALES SCHOOL CLOSES 





Permanent Officers Are Elected—Claude 
Cochrane of Connecticut Mutual 
Is President 





KANSAS CITY, Mo., March 22.— 
The life insurance school conducted this 
winter under the auspices of the Kansas 
City Life Underwriters Association and 
the Life Insurance General Agents & 
Managers Club was brought to a suc- 
cessful close March 15, when a dinner 
was given for the students completing 
the course, with the members of the 
faculty as honor guests. O. Sam Cum- 
mings, Kansas City Life, director of the 
school, was the principal speaker, talk- 
ing on “Time Control—the Relation of 
Time to Production.” Fifty students 
completed the course. John F. Fogarty, 
general agent of the Guaranty Life, was 
toastmaster. 

Ray Haberman of the Phoenix Mu- 
tual, Frank Gentry of the New England 
Mutual, E. J. Montague of the Business 
Men’s Assurance, and John C. Higdon 
of the Business Men’s, members of the 
school faculty, were speakers. Each was 
| presented with a fountain pen desk set. 
Harper Moulton, of the Provident Mu- 
| tual Life, secretary of the school, was a 
| speaker. A feature of the program was 
|a humorous sketch by Jack Lawrence 





|and “Doc” Miller of the Provident en- 
| titled “How Not to Sell Life Insur- 
| ance.” 


Permanent officers of the first class of 
|the Kansas City School of Life Insur- 
| ance Salesmanship have been elected. 
| They are Claude Cochrane, Connecticut 
| Mutual Life, president, John W. Law- 
| rence, Provident Mutual, vice-president, 
and Nadine Filler, Connecticut General, 
| secretary. 

The first year’s course of the school 
was considered an outstanding success. 
There was a larger enrollment than was 
anticipated and it is planned to continue 
the school next year. Eventually it will 
become the life insurance school of Lin- 
coln and Lee University. 





M. WILSON MADE PRESIDENT 


Head of Federal Reserve Life Is Post 
of Former Chief of Interna- 
tional Life 


KANSAS CITY, MO., March 22.— 
Massey Wilson, former president of the 
International Life of St. Louis, was 
elected president of the Federal Reserve 
Life of Kansas City, Kan., at a meeting 
of directors on March 20. Clark Strick- 
land, president of the United States Re- 
serve Insurance Corporation of Kansas 
City, Mo., was elected vice-president 
and manager of agencies. Other officers 
are: E. W. Merritt, Jr., St. Louis, first 
vice-president; M. G. Vincent, Pittsburg, 
Kan., second vice-president; D. H. Holt. 
Kansas City, Kan., third vice-president 


and treasurer; T. L. Spurgeon, Kansas 
City, Kan., fourth vice-president; Vet 
non B. Holt, Kansas City, Kan., secre 
tary and assistant treasurer; J. 
Hardin, Kansas City, Mo., assistant 
secretary. 


The Federal Reserve Life, organized 
in 1920 by W. H. Gregory and D. 
Holt, has capital of $300,000 and sur 


plus of $250,000. The company has $28. 
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in the process of reinsuring the United 
States Reserve Life, and is going to re- 
insure the Agricultural Life of Bay City, 
Mich. After acquiring these two com- 
panies the Federal Reserve will have 
approximately $50,000,000 of business. 
Mr. Wilson is chairman of the board of 
the Agricultural Life. His home is in 
St. Louis, but it is expected that he will 
make Kansas City, Kan., his home in 
the near future. 





A. E. PATTERSON TAKES HELM |; 





New Chicago General Agent of Penn 
Mutual Life Assumes Duties— 
Feted by Friends 





On Friday morning last week Alex- 
ander E. Patterson, 


eral agencies of the Penn Mutual Lite, 
assumed his new duties. When he ar- 
rived at his office in the morning he 
found it banked with flowers presented 
by his old associates with the Equitable 
of New York, for whom he was a Chi- 
cago manager, his new associates in the 
Penn Mutual, and his many other 
friends in the Chicago life insurance fra- 
ternity. 

Mr. Patterson arrived back in 
cago from a two-week stay on the Gult 
coast in the middle of last week. On 
the day after his arrival about 75 agents 
of the Equitable of New York gave a 
testimonial luncheon for him and pre- 
sented him with a steel engraving of an 
etching of the Cathedral of Rheim. 
Harry Wright, who was assistant man- 
ager to Mr. Patterson at the Equitable 
and is now assistant manager to Mr. 
Patterson’s successor, H. F. Berls, pre- 
sided as toastmaster at the luncheon. 

At the informal ceremony which 
marked Mr. Patterson’s installation as a 
Penn Mutual general agent the home 
office was represented by J. H. Jefferies, 
agency secretary, and J. M. Conover, 
assistant to the vice-president. 


EARLE WINS AGENCY CONTEST 
New Member of E. B. Thurman Staff 
Is High Man in Race—Collects 
Cash With Applications 





Members of the E. B. Thurman 
agency of the Missouri State Life in 
Chicago wrote a total of 414 life appli- 
cations for $1,276,393 in an agency con- 
test just closed. In addition, 
and six group applications were 
ten. C. A. Earle, a 
agency and in the 


writ- 
man new in the 
business, took first 


newly appointed as | 
head of one of the three Chicago gen- | 


Chi- } 


with 41 of 
which he received cash when the appli- 


place with 43 applications, 
cations were written. He wrote 33 life 
applications, seven accident and three 
group. C. J. Geraty took second place 
with 55 applications. Mr. Geraty's 
‘cash-with” record was not so good as 
Mr. Earle’s. Third place was won by 
J _C. Garns. Each of these men re- 
ceived a piece of sterling silver table- 
ware. 

Of the 20 high men in the contest, 
11 were new in the business. The man 
| who ranked fourth had been in the busi- 
| ness only four weeks and the man who 
| ranked eighth had been selling insur- 
ance only two weeks prior to the begin- 
ning of the contest. Seve#ty men par- 
ticipated. The average case written was 
for slightly more than $3,400, Of the 
total business produced, 88 percent was 
written by agents and 12 percent by 
brokers. 








Conducts Des Moines Meetings 


H. E. Baker, agency supervisor for 
the National Reserve Life of Topeka. 
Kan., has been in Des Moines the past 
week conducting a series of sales meet- 
ings for the company’s lowa agents. 
These meetings were held in the office 
of H. G. McClune, Iowa manager. 





Kansas Insurance Day 


Kansas Insurance Day will be inaug- 
urated in May according to the decision 


of the general committee, wi:chi met in 
Wichita last week. The exact date was 
not set as it will be left te suit the 


the principal speakers. 
Curtis and Ciaris Ad- 


convenience of 
Senator Charles 


ams, secretary of the American Liie 
Convention, have been inviced as speak- 
ers but have not replied as yet. Tine 


meeting will consist of morning and af- 
iernoon sessions with a baiuguet in the 
evcnig according to present plans. At 
least 500 are expected for the banquet. 
It is probable that a meeting of thx 
Kansas Blue Goose will be arranged for 
the preceding day so that a full attend- 
ance of the field men will be assured. 





To Discuss Illinois Day 


Frank M. Chandler, chairman of the 
Illinois Insurance Day committee of 
the Illinois Insurance Federation, has 
called a meeting for April 3 at the 
Union League Club in Chicago where 





54 accident | 


plans for the inauguration of Illinois 
Insurance Day will be discussed. It 
will be in the form of a luncheon. Rep- 
resentatives from the various insurance 
organizations in the state and some rep- 
resentative company officials will be in- 
vited. 











IN THE SOUTH AND SOUTHWEST 








NEW COMPANY IN LOUISIANA 
American Southern Life of Lake 
Charles, a Stock Company, Takes 
Over Old American Mutual 





R he American Southern Life of Lake 

Charles, La., a stock company with capi- 
tal of $100,000 and surplus of $150,000, 
all fully paid in, has been organized for 
the purpose of taking over the business 
of the American Mutual Life. 
This was consummated by a reinsur- 
ance contract, under which the American 
Southern acquired all of the assets and 
assumed all the liabilities of the Ameri- 
can Mutual. This transaction was ap- 
moved by the secretary of state, who is 
msurance commissioner of Louisi- 
ana, 

rhe American Southern Life will have 
a larger surplus than shown on the 

Statement of the American Mutual, as of 

ecember 31, in addition to the $100,000 
Capital. 

The stock of the American Southern 
jn subscribed by those formerly inter- 

ed in the American Mutual, and all 
the officers and directors remained prac- 
tically the same. 


KENTUCKY TAX BILL KILLED 


Measure to Increase Premium Tax From 
2 to 3 Percent Fails on Closing Day 
—Only Two Bills Passed 


FRANKFORT, KY., March 21.—As 
a result of various political factions be 
ing unable to get together, the bill to 
increase the state license tax on insur- 
ance companies from 2 to 3 percent on 
premiums collected was killed in the 
closing hours of the session in the sen 
ate, where it lacked just two votes, after 
the bill had passed the house. 

This action resulted in a general feel- 
ing of relief for the insurance interests 


of the state, who had fought long and 
hard against the increase in premium 
tax. Many insurance men had made 


several trips to Frankfort in an effort 
to prevent passage of the insurance bill, 
and there was nothing certain until it 
was finally killed just shortly before ad- 
journment. 

Only two bills were passed that at- 
fected insurance. They have been sent 
to Governor Sampson for his considera- 





tion, and he will have ten days from 
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it, in confidence, to 


is now between 30 and 40 years of age. 
already demonstrated his ability to manage and 
build an agency. He will be given unusual Home 
Office co-operation and will be paid a salary to 
start sufficient to make the opportunity attrac- 
tive to the best type of high grade man. 
sonal interviews will be arranged for those whose 
qualifications measure up to the standards they 
have in mind. In your letter, please write fully 
about yourself and your experience, then mail 


EXCEPTIONAL 
MANAGERIAL 
OPPORTUNITY 


in the INDIANAPOLIS territory of one of the 
oldest and most widely known Eastern Mutual 
Life Insurance Companies. 


THE MAN THEY WANT 


He has 


AGENCY MANAGER 


care of the 
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Per- 




















Go Into Business with 


Us on the 


PARTNERSHIP 


‘BASIS 





Life 


Health Accident 

STANDARD 
SUB-STANDARD 

SUPER-STANDARD 





Onto - Inpiana - MicniGan - Kentucky - Pennsy._vania 
West Vircinia - Texas - Oxtanoma - Cauirornia - ILiiors - Iowa 


Tell it all in first letter. 


THE OHIO STATE.LIFE: INSURANCE 
COMPANY—Columbus, Ohio 














ANOTHER FORWARD STEP 


COMPLETELY REVISED. 
POLICY FORMS 


NEW OWNERSHIP, 
BENEFICIARY and 
ASSIGNMENT PROVISIONS 


leave no doubt of the rights of the vari- 
ous parties who may have an interest in 


the policy. 

A PLAIN ENGLISH POLICY 
that will particularly appeal to the con- 
scientious life underwriter. 

PREFERRED RISK POLICY 
Also a new LOW COST 
Write for Information 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 














TNT 


and 


Dynamite 


would not be used for blast- 
were not effec- 


ing if they 
tive. 


Neither 


would there 


may ads in this column from 
week to week if their pull- 
ing power were negligible. 

Once a user—always a user. 
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J Liberal policies . 
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Good territory 
T-H-E ——— F 
COMBINATION Agency—Building a SUCCESSFUL 
I-D-E-A-L Co-Operation from =: NATIONAL 
a ae Home Office AGENCIES 








+ \ Efficient Claims f 


Service 


Are you making PROGRESS? If not, are you willing 
to spend TWO CENTS to learn WHY National Casualty 
salesmen forge ahead continually ? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 











Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign 
to organize the man-power of its Field force through care- 
fully selected additions and through education and coopera- 
tive supervision. 





Important General Agency appointments are being 
made, and a comprehensive plan of teamwork between 
Agency department and Field is being put into operation. 


If you have organizing ability, or sales ability, or the 
desire to be a life underwriter, plus ambition and industry, 
we can supply successful methods for putting them profit- 
ably at work. Address— 

Hugh D. Hart, Vice President 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 

















$7.25 Invested This Way 
Pays Big Profits 


It pays and pays BIG to know when 
policies expire—what kinds of insurance 


you owe it to your 
business to send in this 











your client is holding—how much more coupon NOW. 
XQ he needs—how much you have coming 
in renewals—what accounts are delin- 
Py quent. For then you can A, i after FRED P. McKENZIE 
4, the delinquents while is still Executive Secretary 
tay time. You can suasondh your LIFE UNDERWRITERS 
%  %% ~ clients with insurance pro- ater 
He “NE She posals that fit the indi- 
> < vidual cases—you can ot 
* we, *. see him near his egister 
* oo birthday — Surely, 


ACCURATE LOOSE LEAF Co. 
81 NASSAU STREET 
NEW YORK CITY, N. Y. 

















The Life Insurance Company of Virginia 
Incorporated 1871 
Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Pulicyholders Since Organization, Over Forty-Three Million Dollare 


OHN G. WALKER BRADFORD H. WALKEF 
President 





hairman of the Boerd 




















March 15 in which to act on them. If 
he takes no action on either of the bills 
they will become laws. 

The first requires insurance compa- 
nies doing business in Kentucky whose 
policies refer to any application or by- 
iaws of the corporation to print such 
rules or by-laws on the face of the pol- 
icy. The second provides a change of 
the time for filing annual statements of 
life companies from Jan. 10 to March 1. 


SAN JACINTO LIFE ELECTION 


H. J. Lutcher Stark Succeeds H. M. 
Hargrove as President of Texas 
Company 


BEAUMONT, TEX., March 22.—H. 
J. Lutcher Stark of Orange, Tex., fi- 
nancier and chairman of the board of 
regents of the University of Texas, was 
elected president of the San Jacinto Life 
at the annual meeting of stockholders 
held last week at the company’s head- 
quarters at Beaumont. Mr. Stark suc- 
ceeds H. M. Hargrove, who was named 
chairman of the board of directors. 
Three new members of the board of di- 
rectors elected are P. B. Doty, Beau- 
mont banker; T. S. Reed, Beaumont 
wholesale grocer, and George A. Hill, 
Jr.. Houston attorney. 

Mr. Hargrove, who became chairman 
of the board, has been connected with 
the company since its organization 13 
years ago. He served as president 12 
years. 








LINCOLN NATIONAL MEN MEET 





Texas Agents Gather at San Antonio 
to Hear Home Office 
Officials Speak 


Fifty Texas agents of the Lincoln Na- 
tional Life attended the sectional meet- 
‘ng held in San Antonio. 

At their banquet Commissioner R. B. 
Cousins, Jr., delivered the principal ad- 
dress in which he reviewed the growth 
of the institution of life insurance and 
predicted a still wider scope for it in 
the affairs of business. Vice-President 
Walter ‘TT. Shepard acted as toastmaster. 
Other speakers were Texas State Man- 
ager O. D. Douglas and Rev. Philip 
Cone Fletcher of San Antonio. 

Rk. W. H. McCulloch, Wichita Falls: 
L. R. Lay, El Paso; C. L. Moore, 
Brownwood; D. E. Peavy, Beaumont: 
C. B. Rittenberry, Amarillo and J. 
Bell, Harlingen, were presented with 
gold niedals and special leather bound 
rate books in recognition of their at- 
taining membership in the Minute Men 
Club by writing, delivering and paying 
for $100,000 of business in the last four 
months of 1927 

Vice- President Shepard presided over 
the Sessions of the three-day meeting. 
Other home office officials taking part 
in the educational program were: Man- 
ager of Agencies A. L. Dern; Medical 
Director W. E. Thornton, Superintend- 
ent of Agencies Verlin J. Harrold, As- 
= ae Superintendents of Agencies F. 
W. Gale and W. T. Plogsterth. State 
Manager Douglas closed the meeting 
with a rousing address, in which he 
stated that $15,000,000 had been set as 
the production goal for Texas this year, 
and urged all of the 50 agents who_had 
qualified for the meeting to do their 
best during 1928 to surpass this mark. 


Bankers National Enters Virginia 


The Bankers National Life of Jersey 
City applied for admission to Virginia 
several months ago but its application 
was turned down at that time because 
of a Virginia law barring the admission 
of a company making use of bank and 
kindred terms in its title when it was 
not engaged in the banking business. At 
the recent session of the legislature, the 
law, which was passed in 1910, was 
amended so as to allow such a company 
to be admitted when the remainder of 
its title clearly indicated that it was not 
transacting a banking business. The 
amendment carried an emergency clause 








making it effective immediately after 
passage. 

Bankers National Life was admitted to 
the state last week. Its principal office 
will be located in Richmond in charge 


of James A. Shilling. 





Appoints Agency Supervisor 
The National Equity Life of Little 
Rock, Ark., has appointed Hal Norwood 
of Arkadelphia agency supervisor. Mr. 
Norwood is president of the Henderson- 
Brown College Alumni Association and 
a former football star. Since graduation 
in the spring of 1924 Mr. Norwood has 
operated the Arkadelphia Insurance & 
Realty Company. He will continue to 
live in Arkadelphia at present, but plans 

ultimately to move to Little Rock. 





Pilot Life’s Columbia Meeting 


Addressing a rally of agents of the 
Columbia, S. C., branch office of the 
Pilot Life last week, T. D. Blair, agency 
manager for the company, urged them 
to try to break all production records 
this month, as a tribute to President Mc- 
Alister, who is 66 years old this month. 
March has been set aside as McAlister 
month. Other speakers were Bart 
Leiper, advertising and publicity man- 
ager, and Dr. A. Riser of the Pifot 
health conservation department. More 
than 20 agents attended the meeting. 





Makes Remarkable Record 


Chan C. Mason, agent of the Harvester 
Life at Midland, Tex., in a period of 45 
consecutive days, wrote 55 applications 
for a tota! volume of $200,000. 





Burns to Be President 


J. R. Burns, vice-president and actuary 
of the Lincoln Reserve Life of Birming- 
ham, Ala., will succeed the late Jesse 
Stallings as president at a meeting to be 
held in a few days. Mr. Burns is a thor- 
oughly experienced life insurance man 
and at present is president of the Bir- 
mingham Life Underwriters Association. 





New Harvester Life Director 


All officers of the Harvester Life ot 
Dallas, Tex., were reelected at the an- 
nual meeting. Louis Blaylock, former 
mayor of Dallas, was added to the direc- 
torate. George W. Jalonick is chairman 
of the board and George W. Jalonick, Jr. 
is president. 





Forfeiture of Charter Stands 


Review of a decision of the Texas 
Court of Civil Appeals declaring forfeit 
the charter of the Bankers Life, a Texas 
corporation successor to the Texas Mu- 
tual Life, was denied by the Unitec 
States Supreme Court. Revocation ot 
the charter was sought and secured by 
the state on the ground of non-use of 
franchise. 

The company had suspended business 
for a number of years, resuming in 1925, 
and when suit for revocation § was 
brought contended that the insurance 
statutes under which the case was in- 
stituted did not apply to it. The Texas 
appellate court held that the non-use 
of franchise, notwithstanding the re- 
sumption of business prior to suit, re- 
quired forfeiture. 





PACIFIC COAST FIELD 
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| 
} 





MANAGERS AT SALES SCHOOL 
Opening of Research Bureau Meeting 
Delayed by Dam Disaster at 
Los Angeles 








992, —The 


LOS ANGELES, March 
opening of the managers’ school in Los 
Angeles of the Life Insurance Sales Re 
search Bureau was delayed a day, due 
to the fact that the washing out of 
bridgés as a result of the St. Francis 
Dam disaster prevented Manager Joh" 
Marshall Holcombe, Jr., from reaching 
the city on time. The school had 4 
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enrollment of 46 general agents, agency 
managers and assistants. 

The New World Life was represented 
by James L. Collins, vice-president, and 
John W. Cadigan, assistant superintend- 
ent of agents; while the West Coast Life 
was represented by Gordon Thomson, 
vice-president, and Otto Langpaap, su- 
perintendent of agents. A feature of the 
morning session was a brief but inter- 
esting address by Arthur C. Parsons, 
vice-president and assistant superintend- 
ent of agencies of the Pacific Mutual 
Life, who emphasized the importance of 
loya'ty and close co-operation at all 
times between the home office and the 
field as represented by the agency man- 
agers of a company. 


Plants General Agency in Wyoming 


The Penn Mutual has established a 
general agency in Wyoming, with head- 
quarters at Cheyenne. S. F. Thompson, 
the appointee, is one of the best known 
men in the state. For several years he 
was mayor of Guernsey, and for a long 
time has been active and influential in 
affairs of interest to Wyoming. His life 
insurance experience was gained as a rep- 
resentative of the Northwestern National. 





Managers’ School in Seattle 


The Life Insurance Sales Research Bu- 


reav conducted a three-day course for 
managers and general agents at Seattle, 
with some 40 in attendance. The course 
was conducted by John Marshall Hol- 
combe Jr., manager of the bureau, 
sisted by G. G. Terriberry, assistant 
manager, and H. C. Ashworth, member | 
of the bureau staff. 

Selling the job to the new man was 
demonstrated by William N. Boyd, super- 
visor for the Aetna Life in Seattle, and 
John H. Baird, general agent there for | 
the same company. 


Western Union Force Retained 


5. Macfayden, Seattle manager of 
the Sun Life of Canada, announces that 
practically 100 percent of the employes 
and agents ‘of the Western Union Life 
will remain with the Sun. V. Webner 
Wiedemann, manager of the Seattle 
office of the Western Union, will remain 
with the Sun Life office in Seattle as 
assistant to Mr. Macfayden. 


Columbian National Appointments 


The Columbian National Life has ap- | 
pointed C, T. Abell Pacific Coast super- | 
visor. Mr. Abell will make his head- | 





| have 


| fluenza epidemic of major proportions. 
| Physicians 
as- | 


| one of the junior high schools which has 


| from classes because of the disease. 


jing in 


They have now 
| reports to the state insurance depart- 
| ment. Information received on gaod 


| authority at the meeting of life under- 


LIFE 


quarters in the Skinner building, 
tle. He was formerly with the Western 
States Life. Mr. Abell announces the 
appointment of Crites & Markham as 
general agents for Seattle and the north 
coast territory of Washington. 





Rice on Coast Trip 


Ralph H. Rice, president of the Na- 
tional Fidelity Life of Kansas City, is on 
the Pacitic Coast visiting the California 
agencies of the company and looking over 
the field in Washington and Oregon. Mr. 





Rice will drive the length of California 
| during his stay in that state. The Na- 
| tional Fidelity has 100 agents in Cali- 
|} fornia. The state office is in Los An- 

geles. 


Connecticut Mutual Agents Meet 

Thirty-five agents of the Connecticut 
Mutual Life gathered at Denver on 
Monday for the annual meeting of the 
Colorado agency. General Agent W. W. 
Winne, vice-president of the National 
Association of Life Underwriters, pre- 
sided. 





urer of the company. 


“Flu” Hits Denver. Hard 


Although the daily papers of Denver 
refused to give any notice to the 
situation, the city is experiencing an in- 


report thousands of cases, 
and the fatality of the particular form of 
the “flu” which is prevalent is alarm- 
ingly high. At the Colorado General 
Hospital as high as 20 deaths in a day 
have been reported from this cause. At 


enrollment of approximately 1,000 
there are more than 400 absent 


an 
students, 





Expect Assessment Company Action 


Life assessment organizations operat- 
California, sometimes familiarly 
“pass the hat companies’ 
were warned by one of the experts at 
the state university last year that they 
were working under a method which is 
believed to be unsound and dangerous. 
turned in their annual 


reterred to as 


writers held in Sacramento last week in- 
dicates that “some action will be taken 
regarding some of them before long.” 
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Seat- ° 


is The featured speaker at the meet- | 
| ing was Herbert Fisher, assistant treas- 
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SER VICE CO-OPERATION ~- 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


and 


If you are looking for 
an agency connection 
write 


|| MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 


St. Paul 


Cc. D. MAC LAREN 
President 


Minnesota 


M. A. NATION 
Vice-President and General Manager 
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me 


toms Your 1928 Tool Kit 


Y our success in 1928 will be measured by the 

service you have to offer. The tool kit of the 

Ohio National salesman contains: 

1—Monthly income policy issued to rejected risks. 

2—Non-Medical or selective risk applications. 

3—Unusual facilities for accepting sub-standard 
risks from the Company’s own agents. 

4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 

5—Budget premium payment plan. 





The foregoing and all the standard tools furnished by. peargatice com- 
panies why “It Pays to Tie Up with the Ohio National 


For information in regard to an agency contract address: 


The Ohio National Life 
——_ Company 











IN THE ACCIDE. NT AND HEALTH FIELD Applet Cincinnati, Ohio =. &_ Kirkpatrick 
* Preet Sup’t of Agents 
B. M. A. SECTIONAL MEETINGS} Ore., July 23-27, Oregon and Washing- said 
arias | ton: Salt Lake City, Aug. 6-10, Utah, — ——— 
Kaneas City Company Announces | lho, Montana eastern “Neva and “| 


Schedule of Conferences for Its 
Agency Force This Summer 


Men's has 
announced its schedule of sectional meet- 


rhe 
ings. These meetings were inaugurated | 


Business Assurance 


last year and replace the annual meet- 
ing of all agents at the home office. | 
The first three days of each meeting 

will be devoted to a training school for 

Prospective salesmen and those who | 
fave been in the company’s service less 

than six months. 
will be a two-day 
seasoned salesmen. 

_The schedule is as follows: Austin, | 
lex., April 9-13, including Texas, Louis- | 
‘ana and southern Arkansas; Oklahoma 
City, April 16-20; Oklahoma and west- 
ern Arkansas; Nashville, Tenn., April 
0-May 4. Tennessee and northeast Ar- 
kansas; Louisville, May 7-11, Indiana 
and Kentucky; Columbus, O., May 14- 
18, Ohio and Michigan; Springfield, Til., 
May 28-June 1, Illinois and Wisconsin; 
Kansas City, tens 4-8, Missouri, Kan- 
Sas, Nel 1raska, Iowa, northern Arkan- 
‘as: Aberdeen, S. D., June 18-22, South 
Dakota, North Dakota and Minnesota: 
San Francisco, July 16-20, California, 
western Nevada and Arizona; Portland, | 


Following this there 
program for the 





| Terms of Policy.—This was an action 


New Mexico and Wyoming. 

The first annual meeting of the di- 
rectors of the 1,000 Club will be held 
Aug. 16-18 at Glenwood Springs, Colo. 
This meeting takes the place of the an- 
nual agency meeting formerly held at 


Colorado, 


























YOUR OPPORTUNITY 


Are you ready to broaden? 





the home office just after the first of 
each year. 


CASE COMES UP INVOLVING 
AN AUTOMOBILE POLICY 


Whether tin Suet by Gravel 
Projected by Passing Car Was Within 


Plain- 


an 


en an accident insurance policy. 
tiff was a passenger or guest in 
automobile owned and driven by one 
Fletcher. <A tire blew out and the two 
alighted to remove it and substitute the 
spare tire carried at the rear. Plaintiff 
began taking the lugs off the wheel and 
Fletcher went to the rear to detach the 
spare tire. This was also deflated and 
it became necessary to place in the 
casing an inner tube. Plaintiff was 
standing facing the road while Fletch- 
er’s back was in that direction. An- 
other car passed on the gravel road 
and its wheels threw gravel over plain- 
tiff and Fletcher, a rock or other mis- 


























Regional Manager or General Agent. 
Splendid inducements. 
We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 












We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—lowa. 













Honesty—Ability to write new business and build an 
agency are the essential qualifications. 







Write us in confidence to see if our desires and qualifi- 
cations are mutual. 









Address D-33 
Care The National Underwriter 
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PROVIDENT BUILDING 


Forty-One Years 
Old This Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experiences to the greater 
usefulness of this old, re- 
liable company. 


And Yet— 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal 
youth. 


The PROVIDENT writes 


Ordinary Life Insurance ': 
and Accident and Health 
Insurance on the Com- 
mercial, Month! Pre- 
mium and Pay rder 
Plans. 


General Agency Openings 
in 


Towa 
Tllinots 
Indiana 
Ohio 

and 
Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


Te ROVIDENT LIF 


and ACCIDENT INSURANCE 


~ COMPANY 
of (hattanoo a, Tenn 













‘tem of 











sile striking plaintiff in the left eye and 
putting it out. The policy insured its 
holders against loss “while operating, 
riding in, demonstrating, adjusting, re- 
pairing | or cranking an automobile; 


Held, that plaintiff could recover, for 
the injury received was reasonably 
within the meaning and contemplation 
of the terms of the policy. The court 
said that it was immaterial to find out 
whether plaintiff at the time he was in- 
jured was actually doing anything to- 
ward repairing or changing the tire, 
saying that the character of work being 
done at the time could be considered 
either as “repairing” or “adjusting” 


some part of the automobile and that 
therefore, the injury was one arising 
within the intendment of the policy. 


The court also stated that this was ap- 
parently the first case that had ever 
construed such a clause under similar 
circumstances.—Kennedy vs. Maryland 
Casualty, U. S. Dist. Ct., West. Dist. 
of La., Monroe Div. 


Receiver for Federal Savings 


Commissioner Wysong of Indiana has 
instructed the attorney-general to make 
application for a receiver for the Fed- 
eral Savings of Indianapolis, the busi- 
ness of which was recently reinsured by 


the Abtxham Lincoln Life of Spring- 
field, Ill. The company was incorpor- 
ated in 1889 and wrote accident and 


health business on the assessment plan. 
lt was controlled by the same interests 
as the Federal Automobile Insurance 
Association, a reciprocal which went into 
receivership two weeks ago. It has $5,- 
000 on deposit with the department for 
payment of claims. 





Luncheon for Contest Winners 


Members of -the Columbus branch of 
the Ohio State Life, who were winners 
in’ a statewide contest just conducted 
by the health and accident department 
of. the company, were entertained at a 
luncheon in Columbus Monday by Dr. 
Roy C. Fisher, superintendent of the de- 
partment. President John M. Sarver 
presented the prizes to the winners and 
R. L. Emmert of the Columbus “Dis- 
patch” delivered an address. 


Not .Worried About Unemployment 


BALTIMORE, March 21—The unem- 
ployment: and generally poor conditions 
reported to exist in some other sections 
have not made themselves felt here to 
any extent greater than usual at this 
time of the year, according to W. B. 
Hill, superintendent of the accident and 
health department of the United States 
Fidelity & Guaranty. 

He stated that writings in 
have not suffered and 
cash-in and cash-out 
been any heavier than 
circumstances. 

December, January and March are the 
worst months for health losses, which 
are Still normal with his company, Mr. 
Hill said. The unemployment situation 
may make itself felt within a few 
months, but with general building activ- 
ity and better business conditions usually 
coming with the approach of good 
weather he felt no cause for alarm and 
did not think that the depression would 
affect health and accident writings, if it 
has failed to do so thus far. 


this line 
that losses on a 
basis have not 
under ordinary 


Predicts Unemployment Insurance 

BALTIMORE, Mareh 21.—Unemploy- 
ment insurance is being considered very 
carefully by insurance men and will be 
in actual operation within the next 10 


or 15 years, according to B. F. Talley, 
president of the Home Friendly of Balti- 
more. 


“There are many different angles to be 
considered before such a move would be 
feasible,” he said, “and a very good sys- 
investigation is a necessity if 
the. project is to be successful. It is ap- 
parent that there are many ways in 
which a company could be misled by 
policyholders unless very strict super- 
vision was maintained by underwriters 
who’ would assume the risk. 

“There are many reason why both the 
company and the people should agree to 
this proposition. After all, I see no good 
reason why an honest man should not 
be assured of a decent living for himself 





and his family and anything of this sort 
would make such a blessing possible. 

“I may not live to see this idea in 
operation but I honestly and truly be- 
lieve the day will come when practically 
every company will issue policies of this 
kind.” 


Takes Over Ticket Business 


CHATTANOOGA, TENN., March 21.— 
The Provident Life & Accident of this 
city has taken over the entire ticket 
policy business of the Standard Acci- 
dent, it was announced this week by W. 
Cc. Cartinhour of the Provident. The 
transfer will become effective April 1. 

The acquisition of the new business 
represents the extension of the Provident 
Company’s activities along a new line. 
The new business will be carried out 
under the direction of Harry C. Conley, 
manager of the company’s railroad in- 


It recently purchased the property in a 
residential section of town, and the 
building has been completely remodeled 
into a handsome home office building 
The company now has much more space 
than in its former quarters, and the 
building is large enough to take care of 
future expansion. 

The company is increasing its capital 
from $100,000 to $1,000,000 and is now 
issuing $200,000 of stock at $50 par value 
for $100 a share. The charter of the 
company has been amended, and it is 
the intention of the company to enter 
the field of life insurance. 

A number of new policies are being 
issued on accident and health, all the 
forms now written will retain the 
feature of life coverage on disability on 
both male and female risks. 





stallment department, who, before com- | 


ing to Chattanooga in 1926, was mana- 
ger of the 
Standard Accident. 

The Provident will enter the new field 
with about 2,000 agents engaged in writ- 


ing this class o. business. 


Health Insurance Case 


Held that a false statement made in 
the application for a policy of health in- 
surance will not bar right of recovery, if 
not made with intent to deceive, or if it 
does not materially affect either the 
acceptance of the risk or the hazard 
assumed by defendant corporation. An- 
swers in an application for health insur- 
ance, which fail to set out physical 
conditions, which are in their nature 
simply transitory or temporary indispo- 
sitions, will not bar recovery under the 
policy.—Clayton vs. General Accident, 
Court of Errors and Appeals, N. J. 


Income Guaranty Increasing Capital 


has moved into 
South Bend, Ind. 


The Income Guaranty 
its new home office in 


railroad department of the | 





Will Form Chicago Organization 


Further steps toward the organization 
of the proposed accident and health un- 
derwriters club in Chicago will be taken 
at a dinner meeting next Monday at 
6 p. m. in the Rose room of the Great 
Northern hotel. Invitations to attend 
this meeting will be sent to underwrit- 
ing and agency officials of Chicago com- 
panies writing accident and health in- 
surance and to the accident and health 
general agents and department mana- 
gers in the city. Preliminary steps along 
this line were taken at an informal con- 
ference last week in connection with 
the meeting of the Health & Accident 
Underwriters Conference in Chicago. 


McCulloch Gets Commercial Casualty 


J. H. McCulloch, general agent for the 
Montana Life in Seattle territory, has 
been appointed general agent for the 
accident and health department of the 
Commercial Casualty. The appointment 
was made by H. A. Gebhardt, northwest 
manager of the health and accident de- 
partment, with headquarters in Port- 
land, Ore. 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 
Digest’’ and “‘Little Gem,” 


PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 














SEVERAL REVISIONS ARE MADE 


United Life & Accident Withdraws 
Triple Indemnity on Ordinary Life 
Cover at Age 85 


Several policy revisions have been an- 
nounced by the United Life & Accident 
of Concord, N. H. The triple indemnity 
ordinary life, with or without disability, 
has been withdrawn at age 85, with rates 
practically the same as the form which 
is withdrawn. A new preferred risk ordi- 
nary life policy is being issued, to be 
sold in amounts of $5,000 and over to 
those passing a first-class physical, moral 
and financial examination. The company 
has also extended its age limit downward 
to age 15 on all classes of business. In 
addition, juvenile policies, age 10 and 
upwards, will be offered in endowment 
forms only. In the new rate book there 
is also information regarding female risks, 
which are accepted on the same basis as 
male risks, and the issuance of both non- 
medical and substandard business. 


Reliance Life 


Issuance of a new juvenile policy is 
announced by the Reliance Life of Pitts- 
burgh. This policy is written on the 
non-participating basis and, for the 
present, on the 20-payment life or 20- 
year endowment plans. It can be writ- 
ten to provide for the waiver of future 
premiums in the event of the death of 
the purchaser or for the waiver of pre- 
miums in the event of the total and per- 
manent disability of the purchaser prior 
to the aniversary date of the policy 
nearest to age 60 of the purchaser. The 
terms of the total and permanent disa- 
bility clauses are different from those 
in regular policies, as the waiver of pre- 
mium feature does not become effective 
after total Gisability has continued for 
90 days unless the purchaser is presum- 


|} amined 





ably permanently disabled for life. 
These policies will not be written for 
less than $1,000. The medical examina- 
tion of the child is very short and the 
family history has been eliminated. 
When the waiver feature is included the 
purchaser is involved and must be ex- 
as well as the child. 





New York Life 


York Life will now consider 
of the United States 
army and navy for policies without ad- 
vance in age, with disability benefits 
and with the double indemnity feature 
at twice the normal rate. Navy officers 
in the submarine and aviation services 
and army aviators will not be accepted. 
Members of the graduating class at An- 


The New 
warrant officers 


napolis and West Point will be consid- 
| ered without advance in age, with the 
disability benefit and with the double 
indemnity feature at twice the norma: 
rate, provided they will state, “I have 
not volunteered for assignment to the 
air service, nor is it my present inten- 


tion to do so.” 


el 
NEWS OF FRATERNALS| 


REVISION OF RATES PLANNED 

















Catholic Knights of America to Take 
Action on Question at National 
Convention 


be placed before the 
national convention of the Catholic 
Knights of America to be held in NeW 
York City in May were discussed 4 
length at the quarterly meeting of the 
St. Louis advisory council of the organ 
zation. 

Harry J. Wuennenberg, supreme treas- 


Propositions to 








urer and general supervisor, predic ted 
. 
that the insurance problems for the older 
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members of the fraternal would be 
solved satisfactorily on sound business 
principles at the national convention. 
The Missouri council has recommended 
that the national convention make a busi- 
ness-like adjustment of its insurance 
rates. 

These recommendations 
explained by Mr. Wuennenberg. Before 
the Catholic Knights readjusted their 
rates the organization had lost virtually 
$750,000 in trying to meet the demands 
of the older members, Mr. Wuennenberg 
said. 


were ex- 


Woodmen May Move Headquarters 


It is reported that the executive coun- 
cil of the Woodmen of the World is seri- 
ously considering removal of the head- 
quarters of the organization to Atlanta. 
A year ago the headquarters building at 
Omaha was sold. A small group of 
members instituted suit to set aside this 
sale and also a suit to prevent use of 
Woodmen money in financing the pre- 
liminary organization of the Globe Life, 
which is officered by the same group of 
men. This action caused disharmony 
within *he organization. 


Negro Fraternal in Trouble 
The United Brothers of Friendship and 
Sisters of the Mysterious Ten, a Negro 
fraternal started in Wagoner, Okla., 


about 14 years ago, is in distress and 
Commissioner Read of Oklahoma has 
asked the attorney general to institute 
proceedings for a receiver. There are 
about $26,000 in claims outstanding 
against the organization with nothing to 
satisfy them, Mr. Read said. Funds of 
the organization have been given to the 
support of a home for Negro orphans 
and, while the enterprise is considered 
worthy, in the opinion of the commis- 
sioner, it is impossible to longer permit 
the organization to run as it is. Head- 
quarters of the association are now main- 
tained at Haskell, Okla. 


Virginia Fraternal Bills Fail 


Two bills affecting fraternals which 


| were introduced during the 1928 session 


|of the Virginia 


| ternal 


| provided that 


legislature which has 
just come to a close failed of passage. 
One, sponsored by the National Frater- 
nal Congress, provided that fraternals 
be permitted to write the same lines of 
business as are written by regular old 
line companies if the necessary amend- 
ments to their charters were made. The 
other offered at the instance of a fra- 
which opposed the plan, was in 
amendment to that bill and 
if fraternals were given 


reality an 


| that privilege they should be subpected to 


the same fees and taxes which the regu- 
lar commercial companies are compelled 
to pay. 








WITH INDUSTRIAL 


MEN | 











TELLS PROSPECT EXACT COST 


Expense of Doctor’s or Undertaker’s Bill 
Demonstrated More Clearly by 
Specific Cases 


The greeting that you get, says a suc- 
cessful industrial agent, depends on the 
way that you approach a house. It is 
hard to be gruff with a man who comes 
up whistling a cheerful tune. 

An industrial agent can be grim 
enough when it comes to talking busi- 
ness. He does not pass over the fact 
that the real reason for industrial insur- 
ance is to provide a burial fund. He 
doesn’t hesitate to tell exactly what the 
undertaker charged a neighbor whose 
wife died last week, what the cemetery 
lot cost, and the amount of the doctor’s 
bill. He makes it his business to know 
these things. He also tells how much 
the insurance came to, and what a benefit 
it was to the family. He also tells why 
there wasn’t more life insurance. He 
tells what happened the last time he 
canvassed there and urged that the in- 
Surance be increased. The prospect is 
made to realize that a funeral is costly 
and that the money to pay for one is 
hard to raise in a pinch. 

Not Only Reason 





The successful agent doesn’t stop by | 


telling what the average cost of a funeral 
1s but he derives the cost by citing the 
actual cost of recent funerals in fam- 
ilies the prospect knows. The prospect 
may have attended the funeral or it may 


have been from his own church or in 
his own block. 
Paying burial costs isn’t the only 


reason for buying industrial insurance. 
A Successful agent also sells the com- 
plete coverages an industrial policy 
offers. He sells the provisions that give 
immediate payment of half the face 
amount of the industrial policy for dis- 
ability due to the loss of sight or loss 
et limbs and still keeps the entire 
amount of insurance in force without 
‘urther premium payment. 


Accidents on Increase 


dente, Prospect is reminded that acci- 
~ are on the increase. His attention 
ean to the automobile accidents 
ie , Sbout in the newspapers recently. 
~ a told how many disability claim$ 
fl ss of sight or loss of limbs were 
= on industrial policies in the past 
year, ese figures are convincing and 


emonstrate great val isi 
: ue of that provision 
in the Policy, » 





CONSERVATIVE LIFE CHANGES 


South Bend Company Announces New 
Appointments and Promotions in 
Several Districts 


The Conservative Life of South Bend, 
Ind., announces the opening of the fol- 
lowing new districts in Michigan; Wyan- 
dotte, Superintendent Harry L. York in 
charge; Pontiac, Superintendent J. H. 
McGann; Jackson, Superintendent Samuel 
Orr; Lansing, Superintendent Fred 
Youngblut. Within the next 30 days the 
company expects to open several more 
offices in the state. 

James J. McCurdy is appointed super- 
visor of agencies for Michigan. Mr. Mc- 
Curdy was formerly with the Conserva- 
tive Life but left the employ of the com- 
pany to go to California. When he re- 
turned he went with the Public Savings 
and at the time of the merger of that 
company with the Western & Southern 
was manager for Michigan. 

P. L. Lindzy becomes superintendent 
of the Fort Wayne district. Mr. 
Lindzy was formerly connected with the 
Public Savings and later with the West- 
ern & Southern at Detroit as superin- 
tendent. Victor A. Sharpe is promoted 
to superintendent of the Terre Haute 
No. 2 district. J. B. Witherspoon be- 
comes superintendent at Anderson, Ind. 
Mr. Witherspoon was formerly with the 
Public Savings as a manager in the 
Greater Detroit district. 





American Bankers Promotes Two 
Cc. E. Moon, who has been supervisor 
of the Indiana field for the American 
Bankers, has been made state manager 
in charge of the ordinary, Century and 
monthly premium departments. His 
headquarters are in the K. of P. build- 
ing at Indianapolis. Mr. Moon also has 
taken charge of the Taylor agency, one 
of the large monthly premium debits of 
the company. Mr. Taylor, former head 
of the agency, has resigned. 

John B. Fuller, who has been indus- 
trial manager for the company at Ft. 
Wayne and also at Indianapolis, has 
been made supervisor for Indiana in the 
industrial department. 


News of the Prudential 


Superintendent Charles Hermann of 
the Prudential at New Albany, Ind., en- 
tertained his assistant superintendents 
recently at a dinner to mark the suc- 
cessful outcome of the most successful 
effort ever put on by the Prudential in 
the New Albany district 

Agent Frank J. Corbishley of the Syra- 
cuse No. 2 district has been promoted to 
assistant superintendent in the same dis- 
trict. 

David H. Sawyer, agent in the Chicago 
No. 14 district, recently rounded out 25 








TEXAS 


We have a few liberal General Agency con- 
tracts to offer in Texas to experienced life 
insurance men of character and ability, who 
have established successful records in per- 
sonal production and agency building. All 
correspondence confidential. Address: 

J. T. MAYALL, Vice-President 
CENTRAL LIFE INSURANCE CO. 
500 Board of Trade Bidg., Kansas City, Mo. 
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Thirty-two Years of Personal Service 
HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 


and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 


POSE BARRY DIETZ 


President Secretary 
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BUSINESS OF 1927 


SEPT OTE OE CET CTT CTR T TE $ 137,490,000 
Increase 9,688,000 


1,023,263,000 
85,043,000 


Increase 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 
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TWELVE MEN 


Within the next few months a dozen men are coming into The Volun- 
teer family as General Agents, who will succeed in a big way. They will 
receive full co-operation and constructive help from company officials who 
thoroughly appreciate agency building problems. 

Do you want to be one of the twelve? A letter from you will be held 
in confidence, and will bring information as to whether your section is open. 
A. L. Key, President J. M. Mitchell, Agency Manager 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Chattanooga, Tennessee 
Faithfully Serving Insurers Since 1903 


Operating in Alabama, Arkansas, Florida, Georgia, Louisiana, Mississippi, 


North Carolina, Oklahoma, South Carolina, Tennessee, Texas and Virginia. ANU 
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years of continuous service with the 
company. His services began in Chicago 
No. 4 district March 6, 1903. He was 
transferred to Chicago No. 5 district 
March 21, 1910, and has been in his 
present district since it was formed May 
31, 1926. 

Earl G. Wilkinson, assistant superin- 
tendent of the Cleveland agency of the 
Prudential, has been promoted to take 
charge of the St. Louis No. 5 agency. 
Mr. Wilkinson, who is a graduate of the 
University of Michigan, has been as- 
sistant superintendent but a little more 
than a year, but during that time the 
seven men under his charge have writ- 
ten more than $750,000 of ordinary life 
insurance, in addition to an almost 
equivalent amount of industrial insur- 
ance. 


Metropolitan Life Promotion 


The promotion of Frank J. Caple from 
assistant branch manager of the Metro- 
politan Life at Oswego, N. Y., to branch 
manager at Middletown, N. Y., has been 
announced. Mr. Caple will make his 
change April 1. He formerly was con- 








nected with Metropolitan’s Olean, N. Y., 
office and is well known among the in- 


surance men of Buffalo and western New 
York. 
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SALES CONGRESS IN CHICAGO 


Date Set for April 19—Many Good Speak- 
ers Already Listed to Address 
Life Underwriters 


April 19 is the date set for a one-day 
sales congress to be staged by the Chi- 
cago Association of Life Underwriters in 
the ballroom of the LaSalle hotel. The 
program is not yet complete, but the fol- 
lowing speakers already have accepted in- 
vitations to address the meeting: John 
Morrell of the Girault agency of the 
Equitable Life of New York, Chicago, 
whose subject will be “When the Brains 








Insurance 


End 
Year 


1921 
1923 
1925 
1927 


End Deposit 
Year with State 


1921 
1923 
1925 
1927 


ae 
1924 .........35 % 
1925 .........351%4% 





The Victory Life 


TOPEKA, 


Growth of Company Since Organization 


1921—1927 
Admitted 
Assets 


$ 164,578.00 
270,190.00 
553,210.00 

1,056,562.00 


$121,200.00 
224,500.00 
444,250.00 
742,000.00 


Total Dividends to Policyholders during 
eee, 
Increase in Surplus during 1927....... 


POLICY DIVIDENDS 


W. J. BRYDEN, Sec’y & Gen’l Mér. 


Company 
KANSAS 


U igned 
Surplus 

$ 40,867.00 

60,019.00 

91,600.00 

165,298.00 


Insurance 
in Force 


$ 2,219,309.00 
6,309,145.00 
11,818,223.00 
14,100,000.00 


37,700.00 


1926 .........358%4% 
1927 .........354%% 
1928 .........354%4% 




















We have openings in Ala., Ark., Dela., D. C., Fla., Ga.. Ill., Ia., Kans., ; ich. 
8 i. C Olle. a ans., Md., Mich., 


Our Agents Have 


Minn., N. M., 


A Wider Field— 





An Increased Opportunity 


S. D., W. Va. and Wyo. 





Because we have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 


terly premium plan. ; 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 











of a Business Die”; Harold C. Kessinger, 
state senator of Illinois and chairman 
of the Illinois senate insurance commit- 
tee; Hugh D. Hart, vice-president of the 
Penn Mutual Life. E. B. Thurman, Chi- 
cago general agent of the Missouri State 
Life, will preside over a one-hour prize 
contest at the opening of the afternoon 
session. 

Attendance at the last three congresses 
the association has conducted has aver- 
aged 800 persons. It is expected that 
this year’s congress will be the best in 
point of attendance that the Chicago 
association has ever held. 


* 8 ¢ 
MONEY MAKING SALES IDEAS 


Fine Points Especially Emphasized by 
L’Esperance in Address Before 
Toronto Association 


TORONTO, CAN., March 21.—The 
Toronto Life Underwriters Association 
at its March meeting heard E. J. 
L’Esperance of Montreal give “Some 
Money Making Sales Ideas.” Mr. L’Es- 
perance is one of the most successful 
representatives of the Imperial Life, 
having reached the $2,000,000 a year 
production class. The points which he 
emphasized in his address were: 

1. Your bearing and general attitude 
should be such that people are glad to 
see you. 

2. Your tone of voice should be sin- 
cere. Many men are able to tell truth 
from falsehood by tone of voice. 

3. Look successful, for people always 
prefer to deal with those who are suc- 
cessful. “To him that hath shall be 
given,” “Nothing succeeds like success,” 
quoted Mr. L’Esperance. 

4. Build up vour own character. “To 
thine own self be true thou canst 
not then be false to any man.” “I can- 
not conceive,” said the speaker, “of a 
man with a wrong view of life, putting 
right ideas into the mind of another.” 

5. Establish friendship. There must 
be a bond of sympathy, of robust friend- 
ship, between the agent and his client. 
“If you want to have friends, be one,” 
said someone. All things in nature work 
best in warmth, said Mr. L’Esperance. 
He suggested the common need for pro- 
tection of the home and of dependents 
as a good ground for establishing a 
basis of friendship. 

x * * 

Peoria, Ill.—At the Peoria association 
meeting March 16 the nominating com- 
mittee submitted the following slate for 
next year’s officers: Ralph C. Lowes, 
Lincoln Life, president; Dan S, Anderson, 
Northwestern Mutual, vice-president; 
Charles E. Thompson, Travelers, secre- 
tary-treasurer. For executive commit- 
tee: L. Davenport, Bankers Life; C. E. 
Wardwell, Equitable of New York; Ed. 
Shoemaker, Western & Southern; Kenny 
Williamson, Massachusetts Mutual. 

A detailed report of the coming Illinois 
state meeting to be held in Peoria April 
28 was made by Kenny Williamson, gen- 
eral chairman. There will be 500 pres- 
ent. It was announced that Claris 
Adams, general counsel of the American 
Life Convention, will be the chief 
speaker. 

Some well known men in insurance, 
among them Jules Girardin of the 
Phoenix Mutual, Chicago, are to be on 
the regular program for future meetings. 

The speaker for the evening was Rus- 
sell S, King, field superintendent of the 
Manhattan Life, who spoke on “Closing.” 

* * * 

Richmond, Va.—Certain changes in the 
by-laws of the Richmond association are 
under consideration, the matter being 
now in the hands of the executive com- 
mittee. It has been proposed the present 
scale of dues be lowered and that re- 
strictions against agents writing general 
lines be moderated. Under the present 
rules agents writing other lines in ad- 
dition to life are not eligible to member- 
ship in the association. This, however, 
is not applicable to agents who were 








admitted prior to adoption of the rules 
The present scale of annual dues is $25 
for general agents and managers, $16 
for agents and solicitors and $5 for as. 
sociate members. There has also been 
some suggestion that the law agains: 
part-timers be amended to some extent, 


x* x * 

Los Angeles—The Los Angeles associa- 
tion has announced that it will hold the 
greatest of sales congresses on March 
23, featuring four of America’s ablest 
exponents of life insurance. The meet- 
ing will be an all-day event, opening 
with a morning session beginning at 
9:45 a. m., to be held in the Pacific Mn- 
tual auditorium. With an intermission 
at noon the congress will resume wit) 
an afternoon session lasting until ¢ 
o'clock. The meeting will conclude with 
a banquet. 

The speakers’ program consists of 
Griffin M. Lovelace, third vice-president 
of the New York Life; Edward K. Strong 
assistant professor of psychology, Stan- 
ford University; Dr. G. B. Van Arsda)! 
field instructor for the Equitable Life of 
New York, and Roger B. Hull, managing 
director and general counsel of the Na- 
tional association. 

A heavy attendance is expected, as it 
will be an open meeting, every life un- 


derwriter being invited to. attend, 
whether a member or not. 
x « * 


Corpus Christi, Tex.—A life underwrit- 
ers’ association was organized in Corpus 
Christi March 16. H. G. Hewitt of Hous- 
ton, manager of the life department of 
Cravens, Dargan & Co. and president of 
the Texas association, presided at the 
organization meeting. Harry St. John, 
agency director of the Alamo Life of San 
Antonio, was also present and addressed 
the underwriters upon the advantages of 
unified action. 

Officers were elected as follows: Wil- 
liam P. Helscher, Southwestern Life 
president; S. F. Treadway, Aetna Life, 
vice-president; J. O. Williams, Missouri 


State, secretary-treasurer. 
x * * 
Tulsa, Okla.—The establishment of 4 


life trust department in the Central Na- 
tional Bank & Trust Company was the 
occasion of a banquet given by the bank 
for members of the Tulsa association. 
The new department is under the man- 
agement of W. O. Buck, vice-president 
and trust officer of the Central National. 

George E. Lackey of Oklahoma City, 
general agent for the Massachusetts Mvu- 
tual Life, past president of the Oklahoma 
association and vice-president of the Na- 
tional association, was one of the prin- 
cipal speakers. Mr. Lackey presented 
the life insurance man’s angle of the 
value of cooperation with trust com- 
panies. Oliver J. Neibel of the Commerce 
Trust Company of Kansas City presented 
the subject from the standpoint of the 
trust officer. Nearly 150 life underwrit- 
ers were special guests, with about 5f 
trust and bank officials. 

x * * 

Mason City, In.—Dr. W. L. Dibble, pas- 
tor of the Congregational Church 4! 
Mason City, was the principal speaker 
at the March meeting of the Mason City 
association. He stressed the fact that 


life insurance has become a necessary 
part of the social and economic struc 
ture. 


* * * 

Sioux City, Ia.—W. I. Kortwright, spe 
cial representative for the Mutual Life 
of New York and past president of thé 
Omaha association, was the princip? 
speaker last week at the March meetiné 
of the Sioux City association. He spoke 
on estate taxes. G. U. Silzer will be 
charge of the April meeting. Sever 
members of the Sioux City associatior 
are expecting to attend the one-day sales 
congress to be held by the Omaha ass 
ciation March 30. 

*x* * * 

Rockford, 11.—Dr. S. Huebner of © 
University of Pennsylvania, who spon? 
here last year, will again be speake! 
at the second annual public reception 
the Rockford association April 6. Job" 
W. Knorr, general agent for the Con- 
necticut Mutual, is in charge of arrange’ 
ments for the meeting. “Use of - 
Insurance in Business” is announced # 
Dr. Huebner's topic. 

* * * 

Columbus, 0.—J. W. Nolan, ‘ 
tional director for the Equitable Li 
New York, was the speaker at 
monthly luncheon Thursday of the ©” 
lumbus association. New members Ba 
the association were introduced. The \® 
lumbus association has just closed 3 
very successful sales congress, Whic® 
was attended by 500 life insurance W"™ 
ers from central Ohio. 
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Standardization of Technique of 


Doing Routine Work Frees Mind for 


More Important Sales Operations Looking at it irom a positive view: 


BY CARL D. OTT 
Connecticut Mutual Life 
our 


TANDARDIZING technique 


our progress for that particular month 


|} the agent if he 


after week. 


Can Be Planned 


fails to equal it 


Every Day’s Work 


week | o1 
row 
have definite apps, 
pects, 
first 


zones in which we 

and following our chart. 
back-calls, 
service calls, etc., 
as to best time for calling and sec- 































will work tomor- 


We will 
new pros- 
arranging them 


ond, eliminating wasteful running 
point, here is one method by which a | around. 
man can accomplish i v ay 3 “ : ” 
every week: M tking ieaeneine hela = Planning Hour Is 
he dilngs : we Seana = oe os Essential to Efficiency 
tivity a real definite accomplishment, 
mapping out the week’s work, using our We regard this “planning hour” as 


with respect to routine work helps | and on our accumulative for the year. date book, age change book, and weekly | positively essential to efficient work, We 

us to free our minds for the more Objectives Are Beacons work chart; taking between 20 and 30 | arrive at the office between 8-8:30 a. m., 
mportant business of selling our pros-) for Agents’ Guidance minutes late Saturday afternoon or Sun- no later, take care of mail, policyholders 
sects, and on the basis our agency has | “— day, placing on the weekly work chart | service, get more data on day’s work and 
formulated certain definite standards to | Our yearly and monthly objectives | definite apps, back-calls, age changes, | then leave office between 9-9:15 a. m. 
which every agent is supposed to con- | give us the broad general beacons direct connection leads, first dividend no- | With our sales material we also. take 
| toward which we must strive in order to | tices, special service calls, all the time | along a daily record card on which is 


form, 
At the beginning of the year each man 
3 required to set a yearly objective in 


pay our bills and 











But to make our monthly quota month 
after month something more 


make some money. 
particular 


is needed 


keeping the calls centralized in their own 
zones or sections of country, 
also noting any meeting or social engage- 


contact just as 


prospect, 


noted the exact result of every personal 
soon 
If our first call is a prelim, 


as we leave the 


ante a — ny be 1. than just setting down figures. ments. Thus we make the weekly work | after leaving prospect we note on card 
ge elgee hn me & pay Bes Seen ener | We must have definite weekly and | chart the basis of our activity for that | uame, date of birth, appointment, d. c. 
4 the man’s past business and future | daily standards to measure up to, and| complete week, knowing on Monday leads. Ii the next call is a second inter- 
ossibilities. .But our yearly objectives lour weekly standard is 55-20-12-15-6-1. | where we will be every day for that | view, after contact we note on card 
must be reduced to smaller units by | Translated into our language it means | Whole week, freeing our minds for the name, “explanation of result,” d. c, leads. 
which we can judge our progress or fail- , 20 interviews, 12 prelims, 15 | more important task of selling the busi- Ii we go to change a Soneiidiee " clause 
ure before it is too late—so we divide the divees connection leads, consecutive | ness. we note that under service heading. If 
yearly objective by 10 and that is our | weekly production, 6 hours study. Re- Then we come to the day's work, | prospect sees us but cannot take time 
monthly quota in submitted business. | duced to a daily standard it calls for 10 | Which is more quickly planned because | for an interview we call that ineffective 
We divide by 10 so as to allow for | calls, 2 prelims, 4 interviews, one hour | of the weekly work chart. Between 5 and state why. 

shrinkage, declinations, not-takens, etc. | of study. That is our minimum standard | and 6 p. m., or later in the evening, we And so when noon comes we look at 
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Thus, every 30 days we have a check on 


of work and the burden of proof is on 





WANT A 


Thrill? 


company is new—and work with us 
Get the success thrill! 


future ahead of it! 
that your cooperative 
valued and appreciated! 


another of increased 
success. 





The Citizens Na- 


tional Life began 
writing business 
June 30, 1927, and 
wrote 
for to 
1927, $1, 251,000.00 ° 


If you are at present 


ization why not write 
whole story? 





NATIONAL LIFE INSURANCE CO. East S1.Lovuts ILL. 


BslLuay 


GEORGE KABURECK 
Sec. and Gen. Mor. 





J. G. BARDILL 
President 


Tas join the Citizens National—now, 


There is real satisfaction in belong- 
ing to an organization that has its 
And knowing 


And there is a real thrill coming to 
you when each month you look 
back and realize that it has been 


with any other life insurance organ- 


‘go through prospects’ 


our card 


slips of the 


zone 





when the 
to success. 


efforts are 
losis: 


profit and 


unaffiliated 


us for the 





















and check on our prelims, 


in- 











JOHN HANCOCK SERIES 


“‘Cure for Some, Relief for Many, 


and HOPE for ail.’’ 


N connection with the present campaign of educa- 
tion and advice conducted by the National Tuber- 
culosis Association, remember 


The three major facts regarding tubercu- 


It is COMMUNICABLE 


It is PREVENTABLE 
and 


It is CURABLE! 


For full information regarding prevention and 
cure, write the National Tuberculosis Association, 370 
Seventh Avenue, New York, N. Y. 










Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


This space given in support of the 


National Tuberculosis Association Campaign. 
SIXTY-FIFTH YEAR OF BUSINESS 


LIFE CONSERVATION SERVICE 


JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 
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ACTUARIES 











CALIFORNIA 
es 





Coates & HERFURTH 
CONSULTING ACTUARIES 





Barrett N. Coates 354 Pine St. 
Carl E. Herfurth- San Francisco 
ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 


OKLAHOMA 


; J.  eCOREE 
R AT LAW 
CONSULTING ACTUARY 





Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 


and all Life Insurance Forms Pre- 
Law of Insurance « 


Rocctaley. 
Colcord Bidg. OKLAHOMA CITY 























HE'®* R, CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 


sults and transfer them 
audit and then when Saturday evening 
comes we add together our six days’ re- 








A. GLOVER & CO. 
e Consulting Actuaries 
289 South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 





HAH. DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MiSSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 








NEW YORK 





Mi" M. Dawson & Son 


CONSULTING 
ACTUARIES 


36 W. 44th St. New York City 








Installations — ies and Associations 
managed tems and 
Reorganizations — Insurance A 

Auditing 

75 Fulton Street New York 
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terviews, _d. c. leads, to see how near we 
are coming to our standard, to have the 
law of average working for us. 


Results Are Tallied 


at End of Day 


After the day is ended we tally our re- 
to the weekly 


sults and check them with our standard. 


These records and standards help us to 
know whether 
working for or against us. 
knows and knows that it knows that any 
man who comes into our ranks and ac- 
cepts a yearly objective uses the weekly 
worl, chart in planning the week’s work, 
plans the following day’s work the night 
before, comes into contact with 55 pos- 
sible buyers of life insuranee, asks at 
least 20 of those to buy only after a 
careful and definite presentation, 
the dates of birth and other prospecting 
information from at least 12 new pros- 
pects, obtains the names of 15 new peo- 
ple as future prospects, 
hours of real 
study of life insurance, cannot help to 
write at least one application a week 
and usually writes between two and four. 


the law of average is 


Our agency 


gets 


and gives six 
earnest thought to the 





Union Labor Life Grows Rapidly 


Since it issued its first policy on June 
15, 1927, the Union Labor Life has pro- 
duced a total of $36,000,000 of insurance 
in force on more than 50,000 lives. The 
company now is operating in 28 states 
and the District of Columbia. Five gen- 


eral agencies have been established since 


Jan. 1. It is planned that the next gen- 
eral agencv to be established will be 
one at Philadelphia. An office has been 


onened in New York City in charge of 


Edmund P. Tobin. 





Record Unbroken for 310 Weeks 


Fred Elo, assistant manager of the 
Phoenix Mutual in Seattle, has —- 
an application a week for 310 weeks, 


that time producing $1,500,000 of com 


ness. This period represents all the 
time he has spent in the life insurance 
business. 





A REAL CHANCE: 


A good, young Middle Western Com- 
pany is carrying on an expansion 
program and is desirous of making 
contracts on a liberal basis with good 
men in the following cities: Dubuque, 
Iowa; Sioux City, Iowa; Omaha, 
Nebraska; Burlington, Iowa; Keo- 
kuk, Iowa and Clinton, Iowa. 

We can also use a good producer at 
Davenport, Iowa. 

We want the kind of men who do not 
think they are too big to use a rate- 
book, but who have some organiza- 
tion ability and are willing to build 
on a basis where they can live while 
building. Good cooperation. All pos- 
sible helps and a chance to work with 
a company officered by men who 
know a field man’s problems. Con- 
fidential. Tell us all about yourself 
in first letter. 

Address D-86, care The 
Underwriter. 


National 







































































































FRANCE ADOPTS PLAN 
OF SOCIAL INSURANCE 


(CONTINUED FROM PAGE 3) 
months and half his salary, if the sickness 
is over six days, this being paid up to six 
months. Workers’ wives will benefit 
from the insurance during pregnancy and 
for a period up to six months afterward. 
After six months in all cases, the worker 
who is still suffering disability will be 
entitled to a sickness benefit, based on 
the nature of the disability and his length 
of affiliation with the fund. The sickness 
benefit can be continued for five years, 
but in all cases it only applies after two 
years’ premiums have been paid. 


Other Hazards Included 


Old age insurance is effective at age 
60 and it will amount to at least 40 per- 
cent of the annual pay previously. After 
age 60 no worker will be obliged to pay 
his premium, but he may continue to 
work and be insured against all of the 
hazards of the plan. As mentioned, the 
pension may be made effective at 55, by 
paying the last five years’ annuities. 

In the event of death, the heirs can ob- 
tain cash up to 20 percent of the dead 
person’s salary during the years he was 
insured. This is twice the total of the 
cash paid in by the worker and employer 
combined. 

Unemployment insurance is also pro- 
vided for those who have a labor con- 
tract, to be granted for a maximum pe- 
riod of three months for every twelve 
months’ insurance that has been paid 
and to amount to 10 percent of the wages. 





INSURANCE FACING 
A SERIOUS MENACE 


(CONTINUED FROM PAGE 5) 


of the insurance department of the Bank 
of Italy. 
California Agents Got Busy 


The California Association of Insur- 
ance Agents then took up the cudgels, 
seeing that the Bank of Italy was gain- 
ing tremendous ground. It addressed 
all the companies that signed the con- 
ference agreement with the National As- 
sociation of Insurance Agents relating 
to representation in financial institutions. 
All that had signed that agreement with- 
drew except from the old agencies that 
were established vears ago. The North- 
western National Fire of Milwaukee, 
however, stuck by the Bank of Italy 
and in fact sent a circular letter to all 
the banks in California stating that it 
was not in sympathy with the Califor- 
nia Association of Insurance Agents in 
opposing banks acting as_ insurance 
agents. Mr. Ramsden said the North- 
western National Fire is definitely lined 
up with the Bank of Italy project. 


Eminent Counsel Employed 


The California Association of Insur- 
ance Agents employed eminent counsel 
and filed a complaint with the insurance 
department declaring that under the 
agency license law a bank or subsidiary 
corporation could not be appointed as 
agents to write business that it con- 
trolled. Some 150 applications for li- 
censes have been held up and there 
had been some 150 granted. The Bank 
of Italy and its auxiliaries then de- 
cided to enter the life insurance busi- 
ness. It started this in southern Cali- 
fornia and secured contracts with some 
companies, employes being appointed as 
general agents. Some companies termi- 
nated these contracts when they ascer- 
tained their nature. 


Matter Brought to Trust Companies 


When the trust division of the Amer- 
ican Bankers Association met in New 
York City a few weeks ago the National 
Life Underwriters Association took up 
with that division the question of banks 
entering the insurance business. It was 
pointed out that banks are after life in- 
surance trusts. The insurance men are 
cooperating with the trust companies in 
creating these trusts. The point was 





made that the banks should keep en. 
tirely out of the insurance business. 
Points Out the Danger 

Secretary Ramsden stated that ii the 
banks get into the insurance busines; 
they will control it. They would force 
loss payments to their liking. The 
banks would organize, of course, solicit- 
ing forces. If any dispute arose be. 
tween the bank and an insurance com- 
pany, the company would lose its entire 
agency plant connected with the bank i 
it did not meet the bank’s demands 
Mr. Ramsden said that the banks woul! 
have the insurance companies unde: 
their thumbs at all times. 


Used Local Influence 


The members of the California Agents 
Association then began using their in- 
fluence locally with the various banks, 
pointing out the danger of banks enter. 
ing the insurance business. The Cali 
fornia association sent out an_ inquir, 
to all its members ascertaining whether 
any of them had lost business to the 
Bank of Italy. It was found that the 
agents were losing business all over 
the state to this bank. The Bank oi 
Italy and its subsidiaries were soliciting 
the insurance where the bank has am 
interest in the transaction. 


Other Banks Interested 


Secretary Ramsden said that if the 
Bank of Italy is able to put across this 
program, other banks out of self pro- 
tection and competition would find it 
necessary to enter the field. Com- 
peting banks would feel it essential 
to enter the insurance business 
they are to retain their hold and make 
progress. Inasmuch as the Bank oi 
Italy and its subsidiaries have interests 
in banks all over the country, Secretary 
Ramsden said that if the management 
is successful in California in pushing 
its insurance proposition undoubted) 
then it will extend it to its branches 
everywhere. This eventually would wipe 
out the American agency system. 


Movement Is Formidable 


Secretary Ramsden said that this is 
the most formidable and ominous move- 
ment that has been started in the coun- 
try. The Bank of Italy is the four? 
largest bank in the country. It has re- 
cently purchased the Bank of America 
in New York. It is becoming more 
powerful all the time. 

Secretary Ramsden said that the Cali 
fornia Association of Insurance Agents 
had levied a heavy assessment on 1 
members to pay legal and other ex 
penses in fighting this sinister move- 
ment that the Bank of Italy has starte 
Unless the National Association of Ir 


surance Agents had secured the agree- 
ment with the companies on financia 
institution representation, Secretar! 
Ramsden said, the agents in California 


would have been powerless in this Nght 
Companies Should Be Aroused 


the m- 


Secretary Ramsden said that a 
shoul 


surance companies of all kinds 
fall in with the agents everywhere ™ 
blocking its way. He said that te 
Bank of Italy is now receiving letters 
from other banks throughout the coun- 
trv incuiring about this movement anc 
ascertaining its plans, the outlook 
success, etc. 

The auestion of 
the Bank of Italy 
is now before the California im surance 
department Insurance Commissione? 
Detrick has not decided yet what courst 
he wil! follow. If the departmen nt re 
fuses to license the agents then Wr 
doubtedly the Bank of Italy will tas 
the matter into court and go to 
highest tribunal. If he does licens 
them. then the California Assoc:ation © 
Insurance Agents will test the questi! 
in the courts. 


s f 


licensing agent 
and its subsidiaries 


Automobile Takes High Toll 


The New York Life reports that - 
January 42 percent of its death claim 
were for automobile deaths. 
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